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AND A HAPPY 
NEW YEAR, TOO! 


SAYS COL. CLIPPER 


T’S BEEN a fine year! To 

you we extend our thanks 
—and warmest wishes for 
your prosperity in 1938. 

We have sought to help 
you by maintaining our pol- 
icy of selling only through 
jobbers and by making sales 
easier through constant im- 
provement of our products. 

New this year—the prac- 
tical value of the Reinforcing 
Strip definitely increased 
preferenceforClipper Hooks. 

For 1938, we are ready 
with a new improvement— 
one that, we feel sure, will 
increase still further your 
sales and profits. 

Watch for announcement! 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U. S. A. 
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An Inexpensive All-Purpose Pipe Machine 


Many firms would like to enjoy the economy and convenience of cutting and threading 
pipe by power but do not feel that they can afford a complete Pipe Machine—such as the 
BEAVER Model-A. 


To make electric pipe cutting and threading available to these, at moderate cost, we offer 
the No. 46 BEAVER Power Drive which may be used with their present hand pipe tools to 
cut and thread pipe in all sizes from '% 
up to 12-inch. 





Pipe sizes up to 2-inch are chucked in 
the machine. The pipe revolves — the 
tools stand still. This is an important 
safety feature of the BEAVER Powe: 
Drive. The danger of personal injury, 
through revolving tools, is removed. 


Pipe sizes 2'’2 to 12-inch are cult and 
threaded by geared tools—operated by 
an extension drive shaft as shown. Any 
make of pipe tools may be used. 


BEAVER Power Drives have built up a 
world-wide reputation for dependable 
and trouble-free service over a period of 
15 years—and their low cost (Resale 
Price $215.00— complete with portable 
stand) makes a strong appeal to a large 
number of users. 


BEAVER PIPE TODLS 


1237 MILLS AVE. Quality Tools — Since 1900 WARREN, OHIO 
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When ALBERT PICK CO., INC. 


builds equipment for 


industrial cafeterias. . 


save time and labor costs! 


HAT better recommendation for SKILSAW 
Drills than this letter from America’s out- 
standing manufacturers of food service equip- 
ment... who use SKILSAW Drills on jobs that 
require power, speed and endurance . . . who 

say that they “are satisfactory in every way!” 
SKILSAW Drills have won acceptance among 
users who know . . . have made an outstanding 
Pick-built cafeteria at Fisher Body Corporation, Pontiac, Michigan record of constantly increasing sales ay have 
nes built profitable volume for SKILSAW Distribu- 
tors! Investigate this line of 18 powerful drills. 
They will help you sell every prospect . . . and 

make new profits and friends for you! 


Skilsaw Tools Are Sold Only 
Through Recognized Distributors 


Pick-built cafeteria at Great Lakes Steel Corporation, Detroit, Michigan 
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MR. OLD CUSTOMER:- 

WE HAVE MADE MANY SAV. 
INGS SO WE'LL KEEP RIGHT ON 
PURCHASING LINK-BELT POWER 
TRANSMISSION EQUIPMENT. 







MR. NEW CUSTOMER:- 
GLAD | SPECIFIED 
LINK-BELT POWER TRANS- 
MISSION EQUIPMENT; 
RESULTS COUNT, SO 
IT WILL BE LINK-BELT 
FROM NOW ON. 











MR. PROSPECT:- 

I'VE READ AND HEARD 
A LOT ABOUT LINK-BELT 
POWER TRANSMISSION 


EQUIPMENT — IT 















MIGHT BE A 
GOOD IDEA 
TO TRY IT. 


IT’S SALES FOR YOU 


@ It’s what the customer thinks that @ 
counts. It is interesting to know that te 
sO many companies have become Link- ” 


{ " 
Belt minded — the net result being % be 
greater profits for mill supply distrib- 


x 
oO. moe / 
utors everywhere. (A) “al 
The Link-Belt Power Transmission OZ A 


* 
Line is complete. It includes anti-fric- : 
tion and babbitted bearings, take-ups, 
clutches, couplings, collars, pulleys, 


gears, hangers, etc., as well as a full % 


sw 


line of positive drives — silent and 
roller chain drives, speed reducers, 
and variable speed transmissions. Send 


for Catalog No. 700. G 


LINK-BELT COMPANY 
2410 W. 18th Street CHICAGO 
Offices in Principal Cities 





LINK-BELT 


POWER TRANSMISSION 


7206 
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LINCOLN 


LUBRICATING EQUIPMENT 


is ideal for pumping grease from the original 
drum into units as they pass along assembly line 


Practically every factory in your territory is a prospect for 
Lincoln Industrial Lubricating Equipment. 

It doesn’t make any difference whether the manufacturer is 
making a product that is large or small—if it is an item that 
needs to be greased, it is possible to lubricate it faster and 
easier with Lincoln Lubricating Equipment. 

The complete industrial line manufactured by Lincoln in- 
cludes lubricant dispensing equipment ranging from small 
hand guns to heavy-duty power operated equipment such as 
Model 292. 

Other items in the Lincoln line (which is covered by Catalog 
No. 60) include KLEENSEAL and Button Head Fittings in all 
types and sizes to meet replacement and modernization needs. 














LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICRTING EQUIPMENT 
GEMERML OFFICES ST LOUIS MO FACTORIES ST LOUIS. MO DETROIT MICH 


Lubmaster Model 292 
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Factories: St. Louis, Seattle, Peoria. 


Branches: New York, Chicago, Seattle, 
Portland, Houston. 


Our Distributors Stick Because 
Of Our Unusual Cooperation 
And Service. 





BRODERICK & BASCOM 
ROPE CO., St. Louis 





I'm “Flex-Set” Preformed Yellow Strand 


My life line is long because long life has always been a char- 
acteristic of Broderick & Bascom Wire Ropes, of which | am 
the youngest and, if | do say it myself, the greatest of this 
great family. 

My steel wires are identical with those of regular Yellow 
Strand—wire that is made to Broderick & Bascom's own exact- 
ing specifications. The same infinite care is given to my 
manufacture. Where | differ is in this one respect, which 
accounts for my extra long life: 

At a critical point in my manufacture, my wires and strands 
are given the identical helical form they occupy throughout 
my long life. And here is the result: 

I'm more flexible—more easily handled and installed. I'm 
practically pre-broken in, which means that less time is 
required Ba | can work at full capacity and speed. I'm 
very resistant to drum kinking, crushing and fatigue, too. 

I'm the kind of wire rope that builds profitable repeat busi- 
ness for Distributors—the kind that makes a salesman's job 
easy. Put me to work making profits and easy sales for you. 


“FLEX-SET" PREFORMED 
YELLOW STRAND 


V-3R1 
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What Keeps Prices in Line 


SOMETIMES WONDER if consumers realize the debt they 
owe to the small and medium-size manufacturer and producer 
—the producer who is independent, substantial, reliable, and 


whose product is as good as the best! 


If it were not for these independent fellows,* the big boys 
would have us hog-tied in no time, and we would be paying 


through-the-nose for everything we buy. 


This has always been the case—eliminate the independents 


in an industry and prices skyrocket. 


Many far-sighted buyers realize this situation and throw 
enough of their purchases to independent producers to assure 


their prosperity and continuance in business—they are actuated 
through self-preservation. 


In most every industry there are to be found thoroughly 
reliable, independent producers—if we are wise, 
we should seek them out and do business with 


them. 


*IN THE COATED ABRASIVES INDUSTRY 


CLOVER MFG. CO., Norwalk, Conn. 


A reliable, well-financed, independent company—making a complete line of the highest-class 
Abrasive Papers and Cloths, with representatives and warehouses located in principal trade 
centers—an organization which has always sold highest quality at right prices since 1907. 
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Williams’ “Superector” Wrenches are made in 5 
sizes—24 to 53”. Both Hex and Square Sockets, with 
hole exiending clear through. Openings 1 to 4 5%”, 
operate nuts on any length of bolt. 


J. WH. WILLIAMS & CO. 
75 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and 

Alloy), Detachable Socket Wrenches, Reversible Ratchet 

Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, Eye 

Bolts, Hoist Hooks, Thumb Nuts and Screws, Chain Pipe 
Tongs and Vises, etc., etc. 





Assures BIG PROFIT FOR YOU 


The “Superector,” improved reversible ratchet 
wrench by Williams, fills a wide need in heavy, 
severe service. Its outstanding structural and utility 
features assure ready demand. 


Quadruple pawls provide double bearing and 
strength with greatly increased durability. A drop- 
forged handle utilizes the extra strength afforded 
by the pawls. 


Here, in the “Superector,” is a real money maker 
—a tool that guarantees satisfaction to your cus- 
tomers. Nearly all of your present industrial 
customers are prospects for the “Superector.” 
Write for literature today. Fully guaranteed. 
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Another Reason Why You Make 
-- VOU HAVE A COMPLETE 


When you walk into a plant, backed by Goodrich, you have 
more of what your customers want, because your line is complete. 
1 Transmission belts can be made endless : : ; 
on the drive or in the Distributor’s shop | No need to waste time and lose sales selling one item of one 


by the exclusive Goodrich Plylock Splice. line, then shifting to another product of another name, and so 


2 The Goodrich line of conveyor belting — on. Every mechanical rubber goods need of your customer can 
offers a construction for every type of 


material handling service. An outstanding be met from your Goodrich catalogue—every one already half 
development in this field is Goodrich 
Hot Material Belt which will withstand ; 
temperatures up to 300°F. of longer life and better value. 


sold because it bears the fine old name of Goodrich—assurance 
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More Sales with GOODRICH 
LINE TO OFFER -----:- 


3 Industry is continually finding 
new uses bor Goodrich Plastikon 
Putty—a flexible rubber 
putty that never loses 
its resilience; expands 
and contracts with every 
change in steel, wood 
and glass, thereby assur- 
ing a permanently tight, 
air-proof seal. 


Gt 


AWherever corrosive fluids 
are handled by workmen, 
safety dictates the use of 
Goodrich Flexite Acid Buck- 
ets. These buckets are made 
of a semi-flexible material 
which nothing short of destruc- 
tive abuse will crack or break. 


a rd \ ~ 


a 


-_ 


\ 
5 Goodrich Acidseal Paints resist | 4] 
chemicals; act as a rust inhibitor; 
provide an elastic film which will 
bend without cracking and protect 
non-corrosive liquids from taint 
due to contact with other surfaces. 


6 This special hose for 
unloading oil tankers is 
but one of many types 
sold to the petroleum 
industry by Goodrich 
distributors. TheGood- 
rich line includes a hose 
for every known serv- 
ice from oil well to the 
Station gasoline pump. 


ich, to 
Research goes on constantly at Goodrich, 
product, and keep it distinctive, 


improve every 
P stay sold. 


easier to sell, certain to 


OPT bata: pep "gained 
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YOU CAN’T SEE THEM 
but you know they are there 





MADE IN THESE BRANDS 
NICHOLSON <;* 
BLACK > DIAMOND 
McCAFFREY © 


In the minds of your customers... hundreds of 
favorable impressions about Nicholson, Black 
Diamond and McCaffrey Files — built up month 
after month by the greatest advertising cam- 
paign ever devoted to a single tool. Nicholson 


File Company, Providence, R. I., U. S. A. A FILE FOR EVERY PURPOSE 


_ PENDING 
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‘camper 


"BECAUSE DURING 20 PROFITABLE 
YEARS HANDLING J-M PACKINGS, 
THEY HAVE INCREASED MY PACK- 
ING BUSINESS AND EARNED 
FOR ME THE CONFIDENCE 
OF MY CUSTOMERS” 
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@ “Sure it costs a little more—but listen: the increased 
service you will get out of LAY-SET Preformed will more 
than justify the slight differential in first cost. For instance: 


“Your men can reeve LAY-SET in place and get your 
machine back into profitable production in about half 
the time they would spend on non-preformed. Then, with 
LAY-SET, your machine will have much longer contin- 
uous operation—because LAY-SET will last longer. 


“If LAY-SET Preformed wears out to the point where 
the crown wires part—they won't wicker out to jab work- 
men’s hands. It’s a safe rope to handle. It resists kinking; 
almost refuses to whip and spools on the drum perfectly. 
Being preformed it resists the fatigue of reverse bending. 
Believe me, sir (and we've been in business for 91 years) 
LAY-SET Preformed is a much better rope.” 


HAZARD WIRE ROPE DIVISION 
ESTABLISHED 1846 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: New York, Chicago, Philadelphia, 
Pittsburgh, Fort Worth, San Francisco, Denver, 
Los Angeles, Birmingham, Tacoma 


Gu Ieusiness & re Your Safely 


A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains e Welded and Weldiess 
Chain ¢ Malleable Castings ¢ Railroad 
Specialties 


ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 


FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 


HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope ¢ “Korodless” 
Wire Rope ¢ Preformed Spring-Lay Wire 

Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 


MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 


OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 


PAGE STEEL AND WIRE DIVISION 
Page Fence ¢ Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves @ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 


WRIGHT MANUFACTURING DIVISION 
Chain Hoists « Electric Hoists and Cranes 


gy: Oo Oe 
LAY-SET (40/2 WIRE ROPE 
VY i] 


i; ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE GREEN STRAND 
12 
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Mitt SupPLies 


JAMES A. CHANNON EDITOR 


If IS BECOMING EASIER every day to find convincing evidence that 
the business eurve must be upward—and probably sharply so— 
during the next two years. The severe decline in business and the 


stock market reaction that almost terminated in collapse were 
inevitable in some degree, but the severity of them ean find no 


h excuse in economies or in polities. 
an t © It is true that, a year ago, price tendencies and inventory policies 


prevailed which held all the elements of a dangerous inflationary 
movement. Inventories were aceumulated and commitments were made 


at abnormally high prices. A temporary period of readjustment, 
F U { U ke r accompanied by price recession and hand-to-mouth buying, was 
necessary and probably desirable. An almost universal ease of jitters 


threatened for a time to turn this tendency into a rout. Reassurring 
evidence coming to hand today tends direetly to quiet the misgivings of 
business as it looks toward Washington. 
Unfortunately, it is too late for much confidence to be developed 
> by any reassurance contained in Mr. Roosevelt’s fireside chats or 
press conferences, but the news that is coming out of the special 
session of congress is doing more to restore business confidenee than 
anything that has happened in the last four years. 


This has to do with more than legislative plans for revising our 
tax structure. Business probably could digest all the social legislation 
that has been accomplished thus far, but doubts its eapacity to 
sustain any further experimentation at this time. Manifestation of 
independenee on the part of congress is beginning to convinee busi- 
ness men that all the powerful forces pressing toward expansion and 
recovery may be released. 

Fears and hysteria aside, the basie factors of business have 
strengthened materially in the last few weeks. Indeed, they are at a 
point where, given a chance, they seem to make business advance 
almost inevitable. We have a tremendous store of exeess bank credit 
pressing for employment. The aggregate of our unfilled wants con- 
tinues to grow. Agricultural income is exeeptionally high. Employ- 
ment is still better than last year. Wages are higher and purchasing 
power is improved. A very little encouragement and a modicum of 
leadership can produce a huge total of new business from the utili- 
ties, from housing, and even from the railroads. The automobile 
industry, too, would quickly return to plans for five million ears for 
next year instead of four. 





Whichever way political events of the next few months finally turn, 
A GUEST EDITORIAL the reaction should impel business acceleration. If publie reaction 
and congressional revolt put a check to further legislative and 
By GLENN GRISWOLD administrative experimentation in the name of soialization, business 
Publisher, BUSINESS WEEK should burst forward in sheer exuberance, and it undoubtedly will 
do so. On the other hand, if the unlikely happens and congress is 
whipped back into line with a resulting reluctance on the part of 
business to accept the ordinary hazards of development, the admin- 
istration has it well within its power to force a synthetic acceleration 
of business for a considerable time to come. It has absolute command 
over our whole banking and credit structure, controls the largest 
gold fund in history, and has every necessary implement to bring 
about artificial inflation, if natural expansion fails. However unhealth- 
ful the latter alternative might prove to be over the long pull, the 
prospect for the next couple of years seems to be that business will 
inevitably increase in activity and volume. 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


- 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


a 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


» 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


- 


Selling helps of reasonable a- 
mounis so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


S 





Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 


14 





FOR 
DISTRIBUTORS 











WB Back of the Republic 5-Point Policy is 

a vital interest on our part to make 
every Republic Distributor the biggest pos- 
sible success with his mechanical rubber 
sales. 

Each distributor has his problems in 
understanding his customers’ needs, filling 
their needs properly and doing these things 
better than his competition. 

Our experience with the solution of 
these problems is of inestimable value to 
any distributor. Our activities with all types 
of consumers over the whole country have 
given us a breadth of knowledge that will 
help you to eliminate many of your most 
difficult sales hurdles. 

Let us discuss your problems with you 
in detail. 





REPUBLIC RUBBER 


Division 


OF LEE RUBBER AND 
TIRE CORPORATION 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY; 


PRODUCT AND PERFORMANCE 
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BUT CHIEF—THE SALESMAN SAID THIS BLOW TORCH WAS 
JUST THE THING FOR SWEATING A LUG. 





June in November 


The Love Bug caught a couple of 
‘em “not watching out” as he made 
his rounds last month. F. J. Calla- 
nan, vice-president of George L. 
Starks & Co., Saranac Lake, N. Y., 
although inactive in the company, 
became active matrimonially when 
he admitted, “I do,” at Plattsburg, 
N. Y., on the 20th. E. Billings, 
general manager of Williamson 
Bros., Bridgeport, Conn., married 
Miss Mary Northrop and is now 
honeymooning in the South. 


Close Call 

Recovering now in a New York 
hospital is Lewis E. Tracy, of the 
Boston firm by that name. The past 
few months have been harrowing 
for Mr, Tracy who took a summer 
cruise to the Scandinavian coun- 
tries. suffered a ruptured appendix 


on the return voyage and underwent 
an operation at sea. We join his 
friends in hoping that it will be 
clear sailing for him from now on. 


Ex-Aviator 

Jack Shields, Standard Pressed 
Steel, Boston, admits to a strong 
uneasiness about flying, for which 
he is not to be blamed at all. Couple 
of years ago Jack and a companion 
crashed with enough force to bury 
their plane’s engine two and a half 
feet in the ground. And before 
they were able to drag themselves 
more than 20 feet away, the engine 
blew sky high. Currently Jack’s 
hobbies are little more strenuous 
than learning all the words to the 
“Martins and the Coys” and prac- 
ticing an imitation of Clyde Mc- 
Coy’s famous “Sugar Blues” trum- 
pet solo on his bare hands. He 
does both surprisingly well. 
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Greetings Despite Everything 
Busy though we may be dodging 
the bricks of aroused pickets and 
the bombs of friendly but deter- 
mined nations with the hot 
breath of the tax collecting hounds 
beating on our necks and the wolf 
ever present upon our doorstep 
with cussings, discussions 
and repercussions bursting about 
our troubled but patient heads. . . 
STILL... the staff of MILL Sup- 
PLIES can find the time and the fel- 
lowship to pause and wish you all 
the Season’s Greetings... which 
we do with sincere hopes that the 
New Year will’ be happy, prosperous 
and untroubled. 


Veterans 

Nettie McCarrick has worked 
with Ray Neal, of the R. C. Neal 
Co., Buffalo, ever since six weeks 
after Ray first entered business. “I 
was drawing fifteen a week,” says 
Ray, “and Miss McCarrick drew 
ten. I suppose the only reason for 
the difference was that I got there 
first.” 


Here to Stay 

On November 18, while “work- 
ing” the Neal show in Buffalo, J. T. 
Swanson, of American Saw & Mfg. 
Co., received this wire from the 
gang back at the home office in 
Springfield, Mass.: “Congratula- 
tions on your fortieth anniversary 
in America. A big thank you for 
what you have done for us all. We 
have decided to keep you in our em- 
ploy 40 years more.” 


Land of the Bath 

Back in the United States after 
a six-weeks’ business trip to the 
British Isles is Gordon Parker, 
Cling-Surface—and glad of it, too, 
because, Gordon complains, “I 
haven’t had a satisfactory bath since 
I left home.” He never could quite 
get used to their system whereby 
you make a date for a bath and then 
take your chances that someone else 
won’t “cop it off” before you get 
there. Gordon can get all the sym- 
pathy in the world from Holo- 
Krome’s Eddie Dawson, who lived 
the last two years over there and 
will never cease wondering how he 
managed to survive. 





Call 


JONES SUPPLY CO. 
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COMPLETE STOCK OF 









































FOLDER (outside). One-half ac- 
tual size, in two colors. 
type plates furnished by us wil 
print everything but your firm 
name and list of lines. Have your 
printer add this data in space at 
left. This piece folds in center to 
fit large or small envelopes. See 
Page |8 for actual cost of plates 
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-+- MODERN DEMANDS FOR /p 
EFFICIENCY SCREAM ae 


be plehod op ot the freight stettea—diverting « 

coetty trech cod wet! peld man from mers pre 

ductive werk. ~ 

‘The eccsemicel wey ts bey is throwgh yeer loca! 

industrial distributer. Our delivery cost bs low- 
eet beewuse H's spread ever meny hems going te 

many boyers. We curry « poy loadi 


Ovr wrecks metry ipeedy deliveries trem loca! 
stocks to your deer .. . Gperete on reqeter 


schedules for economy .. . Mabe oxtre runs te 


beip you Through emergeecion —« complete ter 
vice that helps you hoop your supply 
Ceci. 


EXT 


FOLDER. This is front cover actual size, printed in two ca 
We furnish electrotype cuts to print all of this part of fol 
See Page 18 for actual cost of all electrotypes on folder 
estimated cost of printing 


# STICKER. Ac: 
Mees size. Has bes 

designed for m 
OUR attractive app: 
ance. Finisi 
sticker, with 














firm name impritl 

SUPPLY | will be in shij 

CO. red and solid o 

° See Page 18 fo 
tual cost. 








END A TRUCK 
FOR A THIMBLE? 


No! The efficient way to buy industriel supplies is thry the dab 
utor Our ready delivery service saves you money becouse on every 
tmp — We carry @ poy load! 
Our trucks make speedy deliveries from local stocks to your dew 
Operate on regular schedules for economy... Make extre rons 
help you through emergencies —a complete service that helps yor 
keep your supply inventones at ¢ mnemum. 


JONES SUPPLY CO. | 





BLOTTER. Shown here § 
half actual size, in two 
ors. We furnish electroy 

. plates to print everyti 
but your firm name and 
dress. See Page !8 for4 
of plates and estimated? 
of printing 


FOLDER (inside). Shown * 
one-half actual size, in two co 
This piece folds in center, baci 
up outside shown just above. 

furnish complete plates to pritt 





of inside art and effective § 
message. See Page 18 for act 
cost of plates and estimated 4 
of printing 
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T’S HANDY to use the indus- 
trial distributor’s delivery serv- 
And that’s the most econom- 
ical way to purchase supplies and 
equipment, too. 

Distributors who provide this 
service know that. 
customers don’t know it or 


ice. 


their 































i Our 
a this territory wo ® @conomy p) 
SUPPlies ang uld have Plus! Without it 


making fu1) 
use j 
oF more deta; le, ve ines mice Service we 


This promotion has been prepared to help you 


tell industry how you deliver the goods 


But many of 
name, 


De Jones Supply Co. 


3 
203 First AVENUE CHICAGO uel 





Industrig} Distributors 


My. 
John Blenk, President 
ing c 
Chicags t, Street - 
°*€0, I1linots 


Dear mr, Blank: 


— Everybody's ta), 
mething edout itz ve talking economy ~~ but 
we can he} 
P you 


industria) ai 


Deliveries, 


yy reasons it’s 


rue economy to bu from the 
7 bh 
s @Xanine Just one of those Peasons.. 


bag loes} 8 
® low because it's ®pread : 

- Over 
@ make each trip a Pay load} 


*ervice 1 


e oe 
Gud pment necessary erry in its ow, stockrgon 7 Plant 


to me 00m 4 
ais Reis me et every Pernting peng 
on ind eared cy. 
and make ¢ ustriel supplies *0 serve you at the } 
ra runs to help you th. trucks opernte ae Possible 
rou regula 
You oh the “tight spots”. Schedules 


want ¢ 
of th ° cut costs 


You 
lavite yo), San do it by 


Very truly yours, 


JONES SUPPLY ¢o, 






are inclined to forget it. 
help you tell effectively the real 
facts about deliveries, MILL Sup- 
PLIES has prepared the promotion 
material presented on these pages. 
Everything here is available 
you to use wnder your own firm 

















vice 


This is the second in-a monthly 
series of promotion portfolios to 
be provided under a plan which 
MILL SUPPLIES launched last month. 

As in the first advertising port- 
folio, the major units are: (1) 
a folder, (2) a blotter, and, (3) a 
sticker. In addition, there is again 
suggested copy for a sales letter on 
the same theme as that embodied 
in the folder and blotter. This 
month’s selling story is “Deliver- 


So— to ies”. 


To take advantage of this plan 
all you need do is: 

1. Select the type of promotion 
best suited to your needs and taste. 
for 2. Order electrotype plates for 
these pieces from MILL SUPPLIES 
(at a cost specified on next page). 

3. Take plates to your printer, 
have him set the type for your 
firm name, address, telephone num- 
ber, etc., and list of lines you han- 


——— dle, in same way indicated in folder 





on opposite page. 

4. (Optional but recommended) 
Send out sales letter with either 
the blotter or folder—on your own 
stationery. 

5. If sticker is desired, order di- 
rect from MILL SUPPLIES in lots of 
5,000 or more, with your firm name 
already imprinted. Apply it to let- 
ters, packages, statements, etc. 

At the suggestion of several dis- 
tributors, an improved sticker is 
presented this month at slightly 
higher cost than the one shown 
originally. 

MILL SupPLiEs has spared no ef- 
fort to incorporate in this adver- 
tising all the creative skill and 
talent available in the McGraw-Hill 
Publishing Co., of which this publi- 
cation is a part. Trained .and ex- 
perienced copy writers have de- 
signed the promotion with an eye to 
results from the sales standpoint. 
The cartoons used are drawn by 
John Groth, nationally famed for 
his work in The Nation, Esquire 
and many other media. 

Thus it is possible for an indi- 











LETTER—Suggested copy that ties in with 
the delivery service and savings story told 
in blotter and folder 








vidual distributor to avail himself 
of quality advertising material that 
could not be obtained otherwise. 
Cost of preparing all the pieces is 
borne by MILL SUPPLIES and the 
actual electrotype plates are pro- 
vided at a price that exactly covers 
the expense of having them made 
and mailed. A third portfolio, giv- 
ing important facts about turnover, 
will appear in our January issue. 
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MONEY SAVING | 
IDEA INSIDE | 


HOW TO ORDER 


Jse this order blank to secure electrotype 
uts for folder or blotter, or to obtain 
juantities of stickers. Check items you 
ant and mail to— 
























L SUPPLIES 

West 42nd Street 

y York City 

tlemen: 

Please send me the following promo- 
material as outlined in your December 
fae 

jomplete plates for folder, for which 
bill me $22.00. 

yomplete plates for blotter, for which 
bill me $6.50. 

5,000 or [| 10,000 stickers imprinted with 
pur firm name as given below, for which 
a a 


r name (print plainly)............... 





TELL YOUR PRINTER 


1. That you will furnish complete 
plates for printing both colors and 
that he will have to set only the 
type for your firm name and list of 
lines carried. 


2. That plates are slightly larger 
than finished size to allow him to 
trim. The size after trimming 
should be 7 by 6} inches (before 
folding) for the folder, and 34 by 
6: inches for the blotter. 


3. Indicate the proper place to print 
your name, address, phone number 
and list of lines you carry. 


NOTE: Folder and blotter are in 
two colors. You may use them in 
red and black, as shown on page 
16, or use other colors if you wish. 
Recommended paper stock for the 
folder: light-weight bond, medium 
weight supercalendared or coated 
stock. 


1. This type of advertising is aimed 
at the man at the top—the man 
who determines buying policy. Plan 
your way to reach him with it. 


2. Folders of this type should be 
attached to a special sales letter 
which stresses the same _ sales 
theme—such as the suggested let- 
ter on Page 17. Do not enclose 
these folders or blottrs promiscu- 
ously in all kinds of letters and in 
delivery packages. 


3. In all possible cases, address let- 
ters to an individual. Have his 
name and title right. If possible, 
send letters first class to get more 
attention value and effect. 


4. Be prepared to follow up. Prime 
your salesmen with facts about the 
economies of distributors. Help 
them add to the force of the mes- 
sage when they make personal calls. 


EACH MONTH ... MILL SUPPLIES prepares art work, copy and finished 
electrotype plates for you to present as your own well rounded plan for 
impressing your customers with the economies you effect and the service you 


render. 


Next month's sales theme is "TURNOVER"—and a rough proof of 


the folder cover may be seen in column | 





different localities. 


The FOLDER 


use of your firm name, etc.) 
1,000........$16.00 


The BLOTTER 


plates, packing and delivery) 


SIR 5 02ses $18.00 
The STICKER 


2,000 


The LETTER 





Complete two-color plates........ 

(Order direct from MILL SUPPLIEs. 
plates, packing and delivery) 

Printing (estimate of what your printer will charge, including 


So ere $22.00 


Complete plates ................ 
(Order direct from MILL SUPPLIES. 


Order in lots of 5,000 direct from MILL SUPPLIEs. 
cost of printing (including firm name), packing and delivery. 
Pe Brikkescnecewsccs $9.00 


WHAT IT COSTS 


Here are approximate estimates of what each of the promotion 
pieces should cost—These figures (except electrotype plates 
ordered from MILL SUPPLIES) 


may vary with printers in 


ee ee ee 


This price covers cost of 


3,000........$27.00 


This price covers cost of 


Printing (estimate of what your printer will charge, includ- 
ing blotter stock and use of your firm name) 
bbe ed $22.00 


errr ee $26.00 


Price covers 


DOE FRc ok ce wesccivws cs $13.50 


Consult your local letter service for estimates on various types of 
letters—Use our copy or change to suit—Inquire of letter service 
for help in building a mailing list if you do not already have one. 
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SALESMAN Bob Appleton of Neal 
buttonholes visitors for a talk on 
Gates belts, while Larry Burmester 
of Gates looks on spellbound 





CHIEF ELECTRICIAN James Weir of 
Curtis Airplane handles a Thor tool, 
before Gordon Henry and C, T. Con- 
nolly (Independent Pneumatic) 





SAY, 31M.) JUST FOUND OUT THAT THE B.C. NEAL 

COMPANY ARE CELEBRATING THEIR 24% ANNIVERSARY | 
(CONCEIVED 11:37 AM. ON THE LAST SATURDAY IN FEB. 19/3 p 
THEY ARE GOING TO HAVE AN INSTRUCTIVE INDUSTRIAL * 
EXHIBIT WITH MANY NEW LABOR- SAVING 


5 IN OPERATION AT THEIR 


BUFFALO. I'LL TELL YOU MORE LATER 


OH, BOY ! 
THAT SHOULD 
BE SOME 
PRODUCTIOA ; 











Advance promotion like this guilt up interest in the show 


Neal Show Clicks for Results 


N INDUSTRIAL SHOW that 
A never lost sight of the fact 
that it was after results was the 
R. C. Neal Co. show held November 
17-19 at Buffalo, N. Y. 

Nearly 2,000 attended. A good 
percentage of these were important 
buying factors from nearby indus- 
trial plants, although some also 
came from as far away as 200- 
mile-distant Syracuse. The good 
fortune in having so many desirable 
customers visit the Neal headquar- 
ters was capitalized to the full. 

Three big exhibit floors were 
decorated to entice the visitor into 
each booth. The 54 manufacturers 
exhibiting cooperated by providing 
showmanship in the form of action 
displays, striking demonstrations 
and boldly dramatized product sales 
points. 

All visitors, upon entering the 
door, had their names taken, typed 
on a numbered card and appended 
to the lapel. This unique registra- 
tion system drew the hearty praise 
of exhibitors, for it not only served 


its obvious prize-drawing purpose, 
but also gave factory men an easy, 
quick method of noting the identity 
of those who showed interest in 
different products. At the end of 
each day all exhibitors were pro- 
vided with that day’s registration 
list, including names and numbers 
of all individuals. 

The Neal organization backed its 
show with unstinting hard work. 
Salesmen were pulled in from the 
branches in Syracuse and Roches- 
ter. A well-timed series of advance 
promotion helped build up high 
interest in the event before open- 
ing day. Office girls ran a check 
room (no tipping) supervised the 
bountiful refreshment table, acted 
as hostesses and typed registration 
lists until far into the night. 

Closing night found the whole 
bunch exhausted but proud of a big 
job well done. All that remains to 
do now is keep plugging and 
reap the harvest of interest that 
was thoroughly sown among the 
company’s customers. 
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THE "EATS" went over big—because 

quantity and quality abounded. Dam- 

age: In one night 70 dozen bottles 
of beer were consumed 





OUR APOLOGIES to Ray Neal for this 
super-candid shot which has the sav- 
ing grace of illustrating the well 
equipped dining room that was set up 





TALKING Nicholson Files to W. 
Jagow, Buffalo Dry Dock Dock (cen- 
ter) is Paul Roddy. Another customer 
stands by to listen in 





SEEN IN Winter Bros.’ booth are: J. D. 
Reep (National Twist Drill) Harry 


Stringer (Winter Bros.) Wm. A. 
Reid (National Twist) Lucille Coon 
(Neal) and Charles Quinn (Winter 
Bros.) 


FOR ADDITIONAL PHOTOS OF THE 
NEAL SHOW SEE NEWS SECTION 
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Clockwise around the table, starting at 


left, are: Frank Shurts (American 
Swiss}; Sam Clark (Samuel Harris); 
Pat’ Mooney (Simonds Saw); Paul 
Reichelm (American Swiss) and C. J. 
Dickinson (Frank Burke Hardware) 


ROBLEMS currently confront- 

ing the distributor, the manu- 
facturer and the combination of 
the two came in for a thorough air- 
ing last month in Chicago and in 
the South as Central States and 
Southern groups held their annual 
mid-year meetings. Still further 
effort at ironing out the wrinkles 
in the path of distribution is ex- 
pected in the scheduled meeting at 
Rye, N. Y., December 8. 

Both the Central States meeting 
and the series of group meetings 
held throughout the south by Alvin 
Smith, secretary-treasurer of the 


In foreground, Tom Huff, across table 
without glasses, W. T. Linde, both of Hig- 
gins & Linde; right, J. E. O'Toole, Utica 
Drop Forge & Tool 
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Southern Supply and Machinery 
Distributors’ Association, although 
out spoken in their reports on ex- 
isting conditions, evinced a con- 
structive theme in dealing with all 
topics. 

At Chicago, 131 
of 53 distributor organizations, and 
383 manufacturers and their repre- 
sentatives were registered for one 
of the most successful meetings 
the young but alert Central States 
Mill Supply Association has yet 
held. Credit for a gathering 
termed by everyone as a great day’s 
work should go to F. W. Copeland, 
president of the group, and Secre- 
tary Elizabeth “Betty” Williams 


representatives 


Left to right: A. E. Heroux (Aluminum In- 
dustries); A. C. Pagenstecher (Skilsaw); 
J. LaRocca (H. Channon); Ed Ristau (Skil- 


saw); Bill Reineke (Aluminum Industries) 
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"Too much distribution 
for not enough poten- 
tial.""— 





INDUSTRY 


MID-YEAR 


who cooperated in arranging the 
comprehensive program. 

On November 16, Mr. Smith, to- 
gether with Robert S. Page, presi- 
dent of the Southern association 
and the Executive Committee of 
that body, held their annual meet- 
ing at the Peabody Hotel, Memphis, 



















“Loyalty is another 
word for it,""—H. F. 
Seymour (Colum- 
bian Vise) speaking 
“for the manufac- 
turer" 














ome ae 


—Carl A. Channon 
speaking ‘for the dis- 
tributor" 


Gathers for 


MEETINGS 


followed by a group meeting of 
distributors from Little Rock, Ark., 
Jackson, Miss., Memphis and other 
nearby points. 

Manufacturers were warned 
about the practice of indiscrimi- 
nately opening up. distribution 
sources in territories where avail- 


“How many have 
the courage to take 
the necessary 
steps?''—Herman S. 
Waller, Miller - Tyd- 
ings authority 





able legitimate distributor outlets 
were closed. 

This latter topic was aptly high- 
lighted in the Chicago meeting by 
the principal speaker of the eve- 
ning, Carl A. Channon. Other fea- 
tured speakers at Chicago were 
Herman S. Waller, counsel for the 
National Retail Druggists’ Associ- 
ation, who discussed the Miller- 
Tydings Act; H. F. Seymour, Co- 
lumbian Vise & Mfg. Co., who urged 
that more attention be paid to the 
matter of cooperation by both man- 
ufacturer and distributor; C. H. 
Bradley, of W. J. Holliday & Co., 
Indianapolis, who discussed mat- 
ters of employee relationship; R. 


Second from left is Gordon Clark (Samuel 
Harris); at his left, C. A. Fee (Simonds 
Saw) and next, H. H. Smith (Strong, Carl- 
isle & Hammond, Cleveland) 
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New officers of Central States Mill 
Supply Association: George Hemming- 
sen (Mohr-Jones), secretary; D. M. 
Edgerly (Interstate Machinery), treas- 
urer; F. W. Copeland (H. Channon), 
president; George M. Bockstahler (In- 
dianapolis Belting, vice-president 


Kennedy Hanson, commissioner of 
the Electric Tool Institute, who 
urged distributors to take full ad- 
vantage ot the facilities now pro- 
vided by that organization; and H. 
L. Roush, H. Channon Co., Chicago, 
who gave a detailed report on a 
survey he has made into various 
systems of stock control (see Page 
28). 
OUTLETS 

“Under today’s friendly and 
broad cooperative philosophy, many 
new, inexperienced and under-cap- 
italized units of distribution have 


(Continued on page 85) 


A couple of the boys help Oscar Iber relax 
after his strenuous day's service as Official 
Bouncer of the Chicago meeting 
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HESE MODERN _ buildings, 

cafes, restaurants, bars and tav- 
erns—have you noticed how they 
go in for stainless-steel trim, stain- 
less hand and foot rails, stainless 
furniture, and so on? They all 
mean business for you, to be sure, 
but there’s a still larger market that 
isn’t even tapped. 

How about dairies, breweries, 
food plants in general? Are there 
any in your town? Of course; 
they’re in every town! Well, one 
of the best possible markets for 
stainless-s teel pipe and fittings is 
right there, in coolers and heaters, 
pasteurizers and evaporators, coils 
and straight runs of pipe. In the 
first place, some of the fluids are 
acid and corrosive; in the second, 
other fluids—mainly the foods 
must be kept absolutely pure. 

But first, what is stainless steel? 
Well, it’s steel with varying con- 
tents of chromium and usually some 


nickel. One company, for example, 
sells stainless tubing of three analy- 
ses. one containing 0.10. carbon and 
22 


Threaded and coupled 
steel pipe and fittings forming a 
cooling coil in a chemical plant. 
Below —A cannery heating coil 
of 1|6-gage stainless to protect 
against acid 





stainless 


‘ 
‘ 
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S T A 


Chemical and food plants, restaurants, show 


rooms 


these are becoming good markets for 


stainless steel pipe and fittings. Here's the data 


that will help you sell them 


By E. J. Tangerman 


TECHNICAL EDITOR 


14 to 16 per cent chromium, another 
increasing the chromium to 16 to 
18 per cent, and the third holding 
chromium at 18 percent but adding 
9 per cent nickel. The first alloy 
resists corrosion from atmosphere, 
fresh or mine water, steam, car- 
bonic acid, crude oil, blood, gaso- 
line, perspiration, alcohol, ammonia, 
mercury, soap and sugar solutions, 
hence is best for heat-resisting ap- 
plications up to 1,200 deg. F. in 
pyrometer protection tubes, strip 
heaters, hot-spot tubes for gasoline 
and oil stoves and for interior orna- 
mental tubing. The second alloy in 
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addition resists some mineral acids 
and their salts, so can be used for 
the manufacture and handling of 
nitric acid and for the concentra- 
tion of black liquor (sodium sul- 
phite) in the paper industry, as 
well as for ornamental use. The 
third alloy resists salt spray, all 
foodstuffs, practically all organic 
chemicals and acids, many fused 
salts and molten nonferrous metals, 
also has greatest resistance to min- 
eral acids and solutions of their 
salts. Hence it is applied in all 
severely corrosive conditions, in- 
cluding heat exchangers and con- 
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densers, handling of food products, 
dairy, brewing, and similar appli- 
cations, airplane exhaust stacks, 
collectors and manifolds, and for 
ornamental work, particularly out 
of doors. Special alloys are occa- 
sionally made into piping for special 
applications, although most of this 
business is done direct. 

Stainless tubing is made in two 
types, seamless and welded, the 
latter in sizes only up to 2 inches 
in diameter. Welded tubing is made 
from cold-rolled strip, formed into 
a circle and _ butt-welded, then 
smoothed, drawn to size, heat- 
treated and finally polished. Seam- 
less tubing is made by piercing a 
solid bar, then swaging and sizing. 
There is also an “open-seam” pipe, 
which simply has circular form, but 
is not welded together. It is en- 
tirely satisfactory for handrails, 
showcard and menu holders, and 
ornamental piping. Round tubing 
can be gotten in all standard pipe 
sizes up to and including 2 inches 
in diameter and also in a series of 
sizes made to exact outside diam- 


eters from } to over 4 inches. For 
specialized services, oval, rectangu- 
lar, square and half-round forms 
are available. Some makers also 
provide “shrouded” tubing, which 
is ordinary steel or iron pipe cov- 
ered with light-gage stainless. Fin- 
ish can vary from a high gloss to a 
satin or pickled surface, depending 
upon application. High-gloss finish 
not only looks best but gives great- 
est protection against corrosion. 
Stainless tubing can be joined in 
the usual ways, that is by thread- 
ing, with typical threaded couplings 
and fittings, and by Van Stoning, 
using flanged joints. Standard Van 
Stone flanges, welded-on Van Stone 
flanges or standard stainless weld- 
on nipples can be used. But stain- 
less is much stronger than the 
equivalent steel pipe, so it is nor- 
mally advisable to take advantage 
of its higher physical properties 
and use the lightest-possible wall 
thickness. There are several types 
of fittings available for making 
pressure-tight joints on light-gage 
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These stainless internal- 
tube pasteurizer heaters 
handle 60,000 Ib. of milk 
an hour, and the coolers 
beyond them bring it back 
to room temperature. Milk 
flows through inner pipes, 
hot water through the outer 
in the heaters, ammonia in 
the coolers 





Here's a milk cooler in a 
dairy —raw milk flowing 
over stainless steel pipe in- 
side an _ air-conditioned 
room enclosed in glass 
trimmed with stainless 




































































dering streamlined fittings 
stainless steel. When the 
aming is heated, the solder 
ws around and makes a joint 
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tubing, made by a number of com- 
panies. They are of three types: 

1. A mechanical flange connection 
which draws the tubing up over a 
short piece of stainless tubing 
tapered at both ends. This flares 
the tubing slightly and wedges it in 
between two angular surfaces. 

2. A threaded stainless coupling 
which draws a widely flared tube 
end over a taper to form a metal-to- 
metal joint. A variation of this 
crimps the tubing against a bevel. 

3 Special cast stainless fittings 
bored to take standard O.D. pipe 
or tubing sizes and incorporating a 
ring of silver or ordinary solder, 
which when heated with a blow- 
torch flows out to produce a joint. 

All these types require light-wall 
tubing with standard pipe size out- 
side diameters. 

Stainless tubing in the “dead- 
soft” condition normally furnished 
can be bent over a follower to al- 
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most any required shape at room 
temperatures. It will take more 
power for bending because of its 
greater strength, and should be 
bent at slower speed. Recommend 
that your customers use a lubricant 
in machine bending, and suggest 
that they fill the tube with sand, 
lead, rosin or Wood’s metal before 
bending to avoid kinking. A good 
bending lubricant is a mixture of 
50 per cent lithopone and 50 per 
cent water-free soluble oil. Van 
Stoning and flanging can usually 
be done cold, but if heating is neces- 
sary, the range should be 1,900 to 
2,100 deg. F. 

For those customers who ask 
about welding, the answer is “Yes!” 
—except for the open-fire method 





STAINLESS STEEL PIPE 
APPLICATIONS 


Coils in chemical-plant heat 
exchangers 


Cooling coils in canneries and 
food plants 

Coils in sherry-wine cookers 

Coils in wine coolers (ammonia 
outside, wine in) 

Coils in milk and dairy plants 

Laboratory piping 

Dye spindles in a worsted mill 

Piping in nitric-acid plants 

Various uses in sulphite paper mills 

Coil evaporators in a tanning plant 


Sheath tie-rods in soap plants 
(caustic vapors) 

Rolls in textile dyeing machines 

Lubricating-grease lines 

Strip heaters 

Exhaust stacks, manifolds and 
collector rings on aircraft engines 

= tubes for gasoline 
and oil heaters 


Display-card holders 

(Open-seam tubing) 
Pyrometer protection tubes 
Gas pilot-light tube 

(Open-seam) 
Thermometer wells 
Tray rails in restaurants 
Decoration in “modern” buildings 
Handles for kitchen utensils 
Modern furniture 


Beauty-parlor permanent-wave 
machines 


Display racks and shelves of all types 
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of welding, which may cause 
trouble. Electric butt-welding and 
spot-welding require no _precau- 
tions. For oxy-acetylene welding, 
suggest a small neutral flame, with 
bare wire of the same analysis as 
the tubing and a suitable flux. The 
torch should be pointed in the direc- 
tion of the weld to gain a preheat- 
ing effect, the flame should envelop 
the weld to avoid oxidation, and the 
metal should not be puddled, for 
that causes porosity. With the 
electric arc, a coated rod is better, 
with the rod on the positive termi- 
nal and the work on the negative. 
The arc should be close and the 
operation continuous. All welds 
should subsequently be pickled and 
annealed. 

For soldering, the only precau- 
tion is thorough cleaning first with 
muriatic acid and a flux of muriatic 
cut with zine. For usual soldering, 
a larger iron is needed than for 
steel, and silver soldering of course 
requires a small torch and special 
soldering salt. Stainless can also 
be brazed, using Tobin bronze and a 
suitable flux. After soldering, soap 
and water containing a little bi- 
carbonate of soda removes any re- 
maining muriatic acid. 

Threading and machining should 
be done at slower speeds than with 
steel, and with increased rake on 
the cutting tool. Beeswax, dis- 
solved in turpentine and mixed 
with enough white lead to make a 
thick cream, is best for a cutting 
fluid. Polishing is done with best- 
grade Turkish emery, either on a 
belt machine or on polishing wheels. 
The last operation before buffing 
should be done with an oil wheel 
and flour emery. The buff should be 
a fairly hard bleached wheel, turn- 
ing at 12,000 to 15,000 feet per min- 
ute, with a special stainless-steel 
buffing compound. Be sure your 
customer doesn’t use red rouge or 
rose tripoli, because both contain 
iron oxide, which affects the corro- 
sion resistance of stainless. 

Providing your customer remem- 
bers these things, or you help him 
remember them, stainless steel will 
serve his purposes exceedingly well. 
It is a coming market that neither 
you—nor your potential customer 
—can afford to miss. 

Data for this article was ob- 
tained from the Crane Company, 
Schnitzer Alloy Products Co., Steel 
& Tubes, Inc., and the Welded Al- 
loy Tube Div., Carpenter Steel Co. 
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All salesmen will want to try their 
hands at checking the correct answers. 
When you have finished, turn to page 
100 for author's list. 


1. What are the three major classi- 
fications of pumps? 


2. Which type includes several de- 
tailed subdivisions, and what are 
they? 


3. What are the characteristics of 
this type, and for what purposes 
are they used? 


4. For what purposes are jet pumps 
used, and how do they differ from 
the other types? 


5. What type of pump is suitable 
for high-speed service directly con- 
nected to a motor or a turbine? 


6. What pump type is suitable for 
handling fluids containing sand or 
sediment ? 


7. If pressures are high, and de- 
livery must be positive, as in feed- 
ing a boiler, what type of pump 
must be used? 


8. Is there a type of pump which 
combines the prime mover? If so, 
what is it and where is it used? 
9. Is this the only unit of this type? 
10. Are there any pumps which do 
not fit the above three classifica- 


tions? 


11. What is the one essential of the 
water supply for a hydraulic ram? 


12. Is a hydraulic ram efficient as 
a pump? 


13. What is the order of efficiency 
of the three major pump types, 
that is, which is most efficient, and 
which least? 


14. Are pipes leading to and from 
pumps particularly important in 
pump performance? 


15. Does suction-pipe length have 
any influence? 


16. Where should a 
placed, if used? 


strainer be 


17. What are good rules to remem- 
ber in installing suction piping? 


18. How much higher than the sup- 
ply can a piston pump be? 


19. If the discharge pipe is high 
and long, should there be any spe- 
cial fitting used? 


20. What is a_ practical piston 
speed? For a fire pump? For a 
boiler-feed pump? 


21. When should a_ suction air 
chamber be used with a _ piston 
pump? 

acca ee 
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22. If it is used, where should it be 


installed, on suction or discharge? 


Elmer Solves His Problem 


Elmer Drizzle, stock man for the 
Flyzitch Supply Company, was in 
for a busy Saturday morning get- 
ting out a batch of miscellaneous 
orders for rivets, nuts, bolts, and 
nails when his scale broke down. 
But Elmer, being a resourceful guy, 
hunted up a length of 2x4 to use as 
a scale beam and a 6-foot length 
of bar stock that he knew weighed 
exactly 40 pounds. He balanced the 
beam on centers, then hung a big 
scale pan on each end. He had to 
weigh even pounds all the way from 
1 lb. to 40 Ib., but he figured out 
that by cutting the 6-ft. length of 
bar stock into four weights, he 
could do it. Each weight was to be 
a certain number of even pounds, 
and the scale beam could not be 
moved off its center, yet when he 
got through, he could weigh 1, 2, 3, 
4, 5, 6, etc., pounds all the way up to 
40 by using various combinations 
of weights either in the scale pan 
or the weighing pan. What were the 
weights of his four pieces, and how 
long was each? 


(Answer on page 101) 
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Buying for 
ROCKEFELLER 


Some 7,000 items are required 
for maintenance of the buildings 
at Rockefeller Center, a huge in- 
dustry in itself, with paint and 
machine shops, sheet metal, elec- 
trical, carpenter, cleaning and 
other departments. This study 
of its equipment and buying hab- 
its is made not alone because 
The Center is the world’s largest 
office building group, but also be- 


cause its needs are typical of 
those which exist in office build- 
ings everywhere. The story of 
what to sell the office building 
is here told in pictures... the 
story of how to sell the building 
purchasing agent is best related 
by Mr. Winberg himself. We 
recommend his analysis of what 
is expected of the salesmen he 
meets.—THE EDITOR. 





O SELL an article it is first neces- 

sary to know what need it will fill, 
how it will fill that need, and why the 
buyer should want to purchase it. If the 
purchaser is already using a similar 
article the salesman should know some- 
thing about competing products, so that 
he will understand in what respect his 
own article is superior. Lack of product 
knowledge is the salesman’s most im- 
portant cause of failure. 












Miles of floors are scrubbed every night 
with power driven brushes. Some of the 
spare brushes are seen stored on shelves 
in the upper section of this picture. A 
variety of hand brushes, cleaning solu- 
tions, and polish is also used 
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Welding equipment is particularly im- 
portant for emergency jobs 
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The machine shop competes with out- 
side contractors for work within the 
building. When the work can be done 
for less by the building staff, or where 
emergency needs arise the equipment 
here is used 





The sheet metal shop maintains and ex- 
tends miles of ventilator ducts 


Cabinet making, furniture repairs, and 
the erection of display tables keeps the 
carpenter shop busy and necessitates the 
use of circular, band, and hand saws, 
complete hand tool sets, and a wide 
variety of paints, varnish, stains, putty, 
glue, etc. 





One of several switchboards in use in 
the buildings 
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By F. F. Winberg 


PURCHASING AGENT, ROCKEFELLER CENTER 


NEW YORK CITY 


CENTER 


Care in the accuracy of statements is 
also a vital point, for considerable buying 
is based on the buyer’s confidence in 
what the salesman says. Once a sales- 
man is found to have deviated from the 
truth, the whole structure of his presen- 
tation collapses. 

Product misrepresentation is due, in 
most cases, not to a deliberate intent to 
mislead but probably to the salesman’s 
attitude of defense. In many cases his ego 
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A little nook that shows a tiny portion 
of the pipe, valves and fittings used here 


Three thousand different elevator parts 
are kept on these steel shelves 


Every commercial size of wire is used in 
the building group for power, light, and 
signal service 





Fire extinguishers and grinders are seen items. But one can become pro- 
in each maintenance department ficient in judging character and con- 


will not permit him to admit 
frankly that he does not know the 
answers to all questions that may 
be asked, so he decides to bluff it 
through, saying to himself: ‘No 
use letting this man realize I don’t 
know everything about my _ prod- 
uct. He may lose confidence in me 
if I can’t answer him. The point 
is unimportant, and anyway, he 
probably knows very little about 
this product.” 

There are two big errors in this 
line of reasoning. First, the pur- 
chasing agent does respect the man 
with sufficient character to say 
frankly, “I don’t know.” Secondly, 
it is possible that the question 
was actually a test of the sales- 
man’s accuracy in making state- 
ments. 

No human ever lived who could 
be an expert on 7,000 different 


























One can easily gain an order 
and lose a customer, or lose an 
order and gain a customer. Cards 
of all salesmen who call on us are 
classified and filed with a notation 
(Continued on page 101) 
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—Perpetual vs. Physical Count Method 
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warehouse foreman and the neces- 
sary assistants are assigned to each 
of the six divisions to fill orders 
and keep up the stock. Two men 
act as buyers for the six divisions. 
Since the buyers are removed from 
contact with the stock, a system of 
inventory books has been set up. 

Each item in stock is entered in 
a bound book in logical order leav- 
ing two or three spaces or lines 
between each item or size. Vertical 
lines provide space for recording 
periodic physical counts. Two men 
actually count and record the in- 
ventory, following a schedule which 
provides for a count of the entire 
stock about every four weeks. Time 
is allowed in this schedule so that 
special counts of fast moving lines 
may be made more often at the re- 
quest of the purchasing depart- 
ment. 

After a book is counted, it goes 
to the buying department. The 
buyer marks the quantity of each 
item he wishes to buy in the space 
below the last physical count. A 
clerk makes up the purchase order, 
marking the item in such a way 
as to indicate that it has been or- 
dered. When the merchandise is 
received the clerk marks the item to 
indicate that it has been received. 

After a few months’ operation 
of this system, the buyer can get 
a picture of the approximate turn- 
over of each item in stock and 
can determine, subject to sudden 
changes in demand, the proper 
amount to buy. 

Items that show little or no 
movement over a period of time can 
easily be listed off for special sell- 
ing effort or more drastic disposal. 
The year end inventory is also 
entered, priced and extended in 
these books. 

The weakness in this system is 
that no one in the office has a pic- 
ture of the daily demands on stock 
or notice of the fact that any item 
has reached the low-order point. 
Some items are apt to become com- 
pletely sold out before the next 
physical count is made. To avoid 
this, the men working in the stock- 
rooms are asked to advise the buy- 
ers of items running low each day. 
It is up to the buyer to watch these 
shortage tickets and gauge his 
purchases accordingly. 

Also, a telephone salesman, when 
asked by a customer or salesman if 
certain items are in stock for im- 
mediate delivery, must call the 
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stockrooms to verify the inventory 
while the customer waits. There is 
no means of discouraging pilferage, 
and if certain items are disappear- 
ing regularly that fact will not 
show up under this system. 


PLANT NO. 4 

This plant maintains a very or- 
derly stock of mill supplies in a 
warehouse of six floors. A small 
but adequate stock of some 27,000 
items is available for immediate 
delivery. A perpetual inventory is 
kept on visible cards using Acme 
equipment. A separate card has 
been set up for each item and each 
size. Every day the previous day’s 
shipments are entered in the ship- 
ments column, and the balance in 
stock is brought forward. As the 
clerk makes the entry, he notes if 
the quantity of an item is running 
low, and, if so, attaches a flag to 
the card to bring it to the atten- 
tion of the purchasing department. 
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Plant No. 11: Part of the newer “wheel” 
equipment where cards are slotted, punched 
and attached to wheels with capacity of 
5,000 cards 


Periodically, and upon suggestion 
of the inventory clerk, the buyer 
scans the cards with particular at- 
tention to the flagged ones, makes 
up a purchase order, and at the 
same time enters on the card the 
quantity ordered and removes the 
flag. The stock clerk can then see 
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at any time what is on order until 
it is actually received. He enters 
the receipts of merchandise from 
the receiving department records 
and adds the amount to the balance 
in stock by a red entry. The infor- 
mation on these cards is easily avail- 
able, not only for the purchasing 
department, but also for the tele- 
phone salesmen, who can quickly 
answer questions about the stock. 

Turnover of regular stock items 
can easily be determined from a 
glance at the shipments column. 
Familiarity of the stock clerk with 
the cards enables him to scan orders 
before they are filled and mark 
items which have to be picked up 
or back-ordered before they are 
routed through the warehouse. 

This system enables this company 
to use an order-invoice form; that 
is, the invoice to the customer is 
typed, except for prices and ex- 
tensions, at the same time that the 
work sheets, shipping records and 
other papers are typed. If one 
of the items on a customer’s order 
is to be shipped direct from a fac- 
tory, this item is put on a separate 
order-invoice form, which includes 
a copy serving as the order on the 
factory. 

Beginning about October 1 of 
each year, a clerk begins typing 
inventory sheets to be used at De- 
cember 31. Each item is listed from 
the cards but the quantities are left 
blank until the last few days of the 
year when they are filled in from 
the stock cards. To insure the ac- 
curacy of the final inventory, the 
cards are checked by a_ physical 
count at convenient times during 
the last two months of the year. 
This insures a reasonably accurate 
closing inventory. 

By scanning the cards, it is easy 
to determine which items are slow- 
moving or obsolete. This house 
uses a buff card for regularly mov- 
ing merchandise. Slow - moving 
items are transferred to a pink card 
to indicate that special selling effort 
is needed. Items stocked for the 
convenience of certain customers 
only are kept on a blue card. 


PLANT NO. 5 


This house employs a similar in- 
ventory card filed in logical order 
in desk trays. Cards in desk files 
are not so easy to work with as a 
visible card record. The routine 
here followed is practically the 

(Continued on page 92) 
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THE SYRACUSE SUPPLY COMPANY 
operate local motor truck dehvenes and by 
close comtact with railroads, express companies, 
fast motor truck routes, more than 30 of which 
call regularty at our shipping room doors daily. 
meure rapid delivery of supphes throughout 
the area. Were it sot for thie service, it would 
be necessary for every plant to carry on the 
shelves af its storeroom supplies and equipment 
im sizes and quantities to meet all operating 
emergracies. Delivery facilites, whike normalty 


REDUCED TO A MATTER OF MINUTES 


are flexible for emergencies. This fect will be 
attested to by many SYRACUSE SUPPLY 
COMPANY customers 
breakdown which might have cost thousands 
of dollars, have asked for and received de 
liveries of necessary supplies in « matter of 
minutes. While these instances are dramatic. it 
is well to remember that the reguler day -by dey 
detiveries, then dependability grown common. 
piece, are saving the Upstate New York plant 
operstor tranapartatien etprasrs and permit- 
ting him to buy only as needed. 


who, feced with « 
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That's Telling ‘Em! 


UTSTANDING as a contribu- 

tion to the field of industrial 
distribution is the booklet, ‘Min- 
utes and Dollars”, a 32-page pres- 
entation by Syracuse (N.Y.) Sup- 
ply Co., recently sent to that firm’s 
list of active and prospective cus- 
tomers. 

The booklet tells the broad story 
of savings effected for industry by 
the distributor function and the 
specific story of special services 
provided by Syracuse Supply. 

Sample pages shown here give 
a taste of the job’s quality and 
finish. It is done in two colors, 
black and blue, on pages 8% by 11 
inches. 

Pertinent and important facts 
about the facilities of Syracuse 
Supply include details on the size 
of stock carried, personnel, photos 
of offices and warehouses, special 
catalog, information and estimate 
services, telephone, teletype, order 
handling and stock control features, 





facts about specialty departments 
and details of delivery equipment 
which makes prompt service pos- 
sible. 


STORY MADE SPECIFIC 


A part of the material was ob- 
tained by making use of artwork 
which appeared in the Sept., 1936, 
issue of MILL SUPPLIES in a section 
titled, “How the Distributor Ef- 
fects Savings for Industry”. Credit 
must be given Syracuse Supply 
for the clever manner in which 
the original treatment, naturally 
general in nature, has been wrought 
into a thoroughly specific story. 

Direct results in the form of 
instant new orders are scarcely 
to be expected from a promotional 
effort of this type, but the firm is 
confident that the booklet will have 
an important cumulative effect in 
broadening business throughout its 
trading area. . 
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DOLLARS.may BE REPLACED — 
BUT MINUTES NEVER 


BE 
CAUSE DISTRIBUTION COSTS CANNOT BE AVOIDED 
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WHERE ano WHEN? 


Knowing where to apply products is pretty generally 
grasped by distributors today. . . . Knowing when 
to apply them, the seasons in which they are in 
greatest demand—that's a line of research that 
might well be further developed, according to 


K. G. Merrill 


PRESIDENT, M. B. SKINNER CO., SOUTH BEND, IND. 


NDUSTRIAL DISTRIBUTORS, 

as a rule, have done a pretty 
good job of analyzing their terri- 
tory and apportioning various sec- 
tions of that territory among their 
salesmen. Many of them have made 
further analyses into each sales- 
man’s district, charting in various 
classifications the types of product 
sold, using such data to achieve a 
more general distribution. All in 
all, the average distributor’s sales 
manager has done a pretty good job 
of planning, and his salesmen have 
benefited greatly from his shrewd 
direction. 

There is one type of research, 
however, not yet generally under- 
taken, which would seem to lead the 
way to much larger gross sales— 
and that is thoughtful investigation 
of the seasonal side of selling. 

Recently we ushered in the heat- 
ing season. Plumbers and furnace 
men were busy as the proverbial 
bees. But hasn’t such a season 
many other big sales possibili- 
ties to offer? Pipes, valves, 
and radiators which have lain 
idle all summer have a way of 
rusting, deteriorating, corrod- 
ing. The average plant, for 
two weeks after steam is 
turned on in earnest, finds it- 
self in need of new pipe, new 
fittings, new valves, new radi- 
ators—perhaps new heating 
coils, or additional heating 
equipment. Leaks have to be 
repaired, valves to be reseated, 
and new disks fitted. In the 
engine room even more interest- 
ing possibilities present them- 
selves. Perhaps a new vacuum 
pump is needed—a new gauge 
or two—a new grate—new paint 
for unsightly equipment-—the 
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possibilities are almost unlimited. 

A brilliant sales manager in the 
writer’s acquaintance holds a “heat- 
ing season sales meeting” about the 
middle of October or the first of 
November every year, where all the 
various mill supply items incident 
to the heating season are listed, 
their uses clearly defined, and their 
sales points reviewed for the sales- 
men’s benefit. 


JUNE FOR PIPE AND FITTINGS 


One does not often think of the 
month of June as a big market 
month for pipe fittings, valves, and 
similar equipment. Yet that is the 
season of the year when every busi- 
ness employing the refrigerating 
process is getting ready for its peak 
load. Ammonia and brine are very 


hard on pipe, fittings and valves. 
Innumerable replacements have to 
be made so that the refrigeration 
plant will function smoothly and 
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without interruption auring the 
months of July and August. A 
moment’s reflection will remind the 
reader of some of the industries in- 
volved in this bracket. Ice and cold 
storage warehouses, breweries, 
meat packing plants, bottling 
plants, dairies, artificial ice manu- 
facturers, and many others. 

In April, road contractors and 
other outdoor-job men are getting 
ready for their biggest season. 
What a market they present for 
shovels and other tools, wheelbar- 
rows, concrete mixing machinery, a 
hundred and one different items 
having to do with this highly spe- 
cialized industry! 

Think of the so-called harvest in- 
dustries—canners, sugar mills, cot- 
ton mills, cotton seed oil mills, and 
numerous others whose busy season 
is dependent upon the harvesting of 
crops, the fattening of cattle, or 
“runs” of fish. Immediately preced- 
ing what they know is to be their 
busy season, most of these indus- 
tries get their plants in apple-pie 
order. By keeping track of the sea- 
sons during which these “harvest” 
industries operate under forced 
draft, the mill supply man knows 
just when to approach each one, to 
come away with a fistful of orders. 

How is the mill supply executive 
to take advantage of the seasonal 
element in mill supply selling? Most 
manufacturers, with only their own 
line to sell, have learned long ago 
the exact time of year when the 
average coal mine, for example, pre- 
pares for its busy season—and 
when the average paper mill, rub- 
ber manufacturer, chemical plant, 
lumber mill, quarry, contractor, 
ice cream plant, greenhouse, oil 
refinery, flour mill, steel mill 
prepares for its busiest season 
and buys innumberable supplies 
to get ready for that season. 
By sending a questionnaire to 
such manufacturers the distrib- 
utor can prepare a month-by- 
month calendar of sales oppor- 
tunities in seasonal items which, 
when once compiled, can be used 
with the greatest of benefit to 
sales volume, year after year. 
Busy seasons in various indus- 
tries do not change a great 
deal, and once they are thor- 
oughly ferreted out, collected 
and recorded, the sales execu- 
tive has an invaluable guide to 
increased business, produced on 
a steady, year-round basis. 
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Industrial Supply sales maintained an even keel in October as LL 
compared with September, the Mill Supplies Indicator remaining WESTERN STATES 


at 112. Dollar volume of average order dropped again, from 





} 
JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC 
$18.45 to $17.90, while the number of orders per working day >) ee eee _T_] 





rose moderately to 116. The North Atlantic, Middle Western be 

and Western states all registered modest gains, whereas losses 120 931| 
110 

during October were recorded in the Southern and Pacific states 100 


90 
80 
10 
60 


50 WH HH 














LLAR VALUE, AVERAGE ORDER» : A AST STATES 
DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY Rae ean 








JAN FEB MAR APR MAY JUNE JULY AUS SEPT OCT NOV DEC 



































MILL SUPPLIES @® DECEMBER 1937 





USED Ltd “BRUSH POL SALESMEN 
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@ When “Brush Conscious” Salesmen climb over the 
wall of INDIFFERENCE on the part of industrial users 
of brushes, they not only perform a real service for their 
customers but build good brush volume for themselves. 

INDIFFERENCE to the important relation of 


brushes to wages costs many plants a lot of money. 


of improving the efficiency of workers and making 
every dollar of wages yield more and better work 
with less effort on the part of brush users. 

Most manufacturers appreciate this kind of brushserv- 
ice and many express their appreciation by standardiz 
ing on all brushes made by Osborn for their industries. 


Among the losses caused by this 
INDIFFERENCE are untold hours 
of labor wasted by workers using low 
quality brushes purchased because 
they are “cheap” and because the 
buyer has a hazy idea that “all 
brushes are pretty much alike.” 

INDIFFERENCE to brushes often 
causes a manufacturer to buy from 
several sources of supply...each with 
inadequate stocks of brushes used in 
his industry. The result is not only 
a lot of time wasted dealing with 
various sources of supply but a vari- 
ety of standards of brush quality that 
directly affect the amount and quali- 
ty of work performed with brushes. 

“Brush Conscious” Salesmen of 
Osborn Distributors can and do 
succeed in getting manufacturers to 


look at Osborn Brushes as a means 
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To help “Brush Conscious” Sales- 
men overcome the INDIFFERENCE 
to brushes on the part of many excel- 
lent prospects for ‘Osborn Brushes, 
a series of advertisements is appear- 
ing in leading industrial publications. 
The advertisement on the opposite 
page is the second of the series. 

With “Brush Conscious” Salesmen 
doing their job of reminding indus- 
try about the importance of Osborn 
Brushes and advertising helping to 
do the same job, a lot more com- 
panies are coming to standardization 
on Osborn Brushes. 

The present and potential market 
for Osborn Brushes is almost un- 
limited. Make the most of it! 


Twe OseoRn MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e« CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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(Reading time: 27 seconds or less) 


@ Indifference to the important relation of brushe 


facturer completely overlooked the ft that even 
a fully capable worker is forced toflo poor work 
and less work with a poor brush j 

Recently, this manufacturer Avas made aware 


of what his indifference to bfushes was costing 


IT’S GOOD 


BUSINESS & 


i 


TO USE GOOD. 
BRUSHES 


him. Now he is standardized on uniformly high 
quality Osborn Brushes. Not only are his work- 
ers doing better work and more of it per dollar 
of wages, but he is buying brushes less frequent- 
ly because Osborn Brushes last longer. 

Osborn and the Osborn Distributor in your 
locality can show YOU why it’s good business 


to use good brushes. Ask about it! 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
SALES OFFICES: 
NEW YORK e DETROIT ¢ CHICAGO «+ SAN FRANCISCO 
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through digesting. 


Stuns Us 3 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been 


reduced ‘to their elemental facts 
Where the reader's interest is particu- 


arly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


The First Ten Seconds 


SCIENTIFIC checking of the tech- 
nique of thousands of salesmen has 
proved that the success or failure of 
the sales presentation hangs on the few 
words the prospect hears in the first 
ten seconds of contact. If in these 
ten seconds you don’t say something 
mighty important, the prospect will 


leave you—either physically — or 
mentally. 

Selling sentences just don’t sud- 
denly pop out of a thinker’s mind. 


They come only from prolonged study 
at the point of sale, after an analysis 
of your 


customers. 


customers and _ prospective 
You do not think up high- 
sentences, nor do you al- 
ways invent them. They are already 
invented and in existence. 


sounding 


After you have the prospect’s full 
attention in ten seconds, then what? 
Then you must tell your story before 
the saturation point of the other per- 
son’s retentative ability has 
reached. 

The old-fashioned “How about it?” 
salesmen or the “How ya _ fixed?” 
salesman won't sell industrial equip- 
ment. If you do that the answer is 
usually, “Fine—see me next month.” 
The salesmen who are most success- 
ful nowadays use the first ten 
onds of every interview to catch the 
fellow’s complete attention. 
Your product is 50 per cent sold if 
you achieve attention at the start. 
Sales Manageme nt, November 15, 
1937. 


been 


sec- 


other 


Nuisance Orders Reveal 
New Industrial Market 


A BUSINESS, new to us in one sense 
but an old story in another, which 
we recently started to develop through 
a newly industrial division, 
is the manufacture of protective coat- 
ings for industrial plant maintenance 
which are being sold through mill 
supply houses and other appropriate 
distributors to such ultimate consum- 
ers as manufacturing plants of all 
kinds, public and commercial build- 
ings, public utilities and transporta- 
tion companies, state, county and mu- 


created 
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nicipal departments, the merchant 
marine trade and other owners or 
operators of paintable structures or 
equipment. 

A careful survey of this new mar- 
ket and the distributing facilities 
available confirmed our belief that 
the industrial maintenance market 
was well worth cultivating. Back in 
the beginning, the orders were filled 
automatically with little thought of 
their significance. The amount of 
sales they represented was small and 
they might well have continued to 
exist as “nuisance” orders had not 
their steady growth in volume and 
important names they added to our 
books served as a guide to a new 
market. 

Our first step was to get acquainted 
with this industrial business. We 
broke it down by customers and in- 
dustry, listed the quantity and kind 
of products bought and spotted on a 
marketing map the location of each 
customer. We found that more than 
a thousand manufacturing plants lo- 
cated in virtually every important 
industrial area in the country were 
on our books, unsolicited but wel- 
come, as buyers of Bitumastic coat- 
ings for maintenance purposes, pur- 
poses for which we were not officially 
aware our products could be used. 


We interviewed the heads of scores 
of supply houses in all parts of the 
country and talked over our plans 
and problems with them. We figured 
that if we were going to expand our 
industrial sales around a nucleus of 
a thousand-plus satisfied customers to 
whom our products had virtually sold 
themselves, we might just as well 
make it a sales policy and merchan- 
dising program that would, so to 
speak, sell itself to the distributors 
we would need for active representa- 
tion wherever our products could be 
sold. 

We determined upon a policy of 
selling exclusively through mill sup- 
ply houses and other distributors 
reaching the industrial market. We 
visualized our market as being com- 
posed, by and large, of industrial 
buyers who find it both convenient 
and economical to place their paint 
orders with mill supply houses along 
with their other orders for the count- 
less items carried by the active dis- 
tributor. 

The group of industrial mainte- 
nance products which ultimately 
emerged as our complete line is sim- 
plicity in itself. We are able to 
show our distributors that with less 
than ten products they can satisfy 
any normal maintenance requirement. 
—By Julio F. Sorzano of the Wailes 
Dove-Hermiston Corp., in Printers’ 
Ink, November 18, 1937. 


Hydraulic Jack for Conveyor 
System 


A ONE-TON, 2-stage hydraulic jack — 


is used in an ice-cream plant to raisé 
the outer end of a roller conveyor, 
so that the returned product will 
move toward the opening of the 
sharp freezer room. 

When trucks are loading, the jack 
is lowered. Then products move down 
the conveyor in opposite directions, 
from room to truck. 

The inner end of the conveyor, as 
shown in the photo, is hinged and 


By simply changing the height of this hydraulic jack, cans and boxes can flow either 
way on this unique conveyor system 
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HE prestige of selling products bearing 

“the greatest name in rubber” ¢ The cov- 
erage of the most complete line of mechani- 
cal rubber goods ¢ The advantage of many 
exclusive, non-competitive products ¢ The 
sales help of trained engineers—the G.T.M. 
—Goodyear Technical Man ¢ The backing 
of the industry’s most outstanding and con- 
sistent advertising ¢ The assistance of the 





world’s largest rubber development labora- 


THE GREATEST 


ere’s the WINNING LINE-UP for 1938 PROFITS 


NAME 
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tories ¢ The guarantee of a liberal sales 

and profit policy ¢ Plus the esteem and 

good will you enjoy in your community. 
* * * 


These are the reasons why Goodyear distributors 
have made greater sales and profits in 1937 than 
ever before. If you are not a Goodyear distribu- 
tor, why not see if your territory is 
open? Address: Mechanical Goods 
Sales Department, Goodyear, 
Akron, Ohio, or Los Angeles, 
California. 


BELTS 
MOLDED GOODS 
HOSE 
PACKING 


Made by the makers of 
IN RUBBER fi Goodyear Tires ok 


hays 





anchored on an even sliding plane 
with the opening. The jack is located 
8 ft. from the hinged end. This gives 
the outer end of the conveyor an up 
and down travel of over one foot. 

When first experiments were made 
with this arrangement, it was found 
that 4 in. off level in 12 ft. (length 
of unit) would cause boxes or cans 
to move, but 2 in. more travel each 
way made gravity ‘handling easy and 
sure.—F'ood Industries, 


1937. 


November, 


Special Methods Used in 
Sewer Construction 


A SINGLE DAY’S inspection of 17 
miles of interceptors and relief sew- 
ers now being built by the Buffalo 
Sewer Authority in Buffalo, N. Y., 
reveals effective and economical 
methods of tunnel driving and open 
cut construction which contractors 
have developed to facilitate opera- 
tions on their respective contract di- 
visions. Innovations and _ improve- 
ments over standard practice are ob- 
served in methods of predraining 
soft-ground tunnel, of delivering tun- 
nel concrete through well casings 
from the surface and of handling 
muck both in open cut and in tunnel. 

In the driving operations in the 
tunnel, the contractor saves shoveling 
back to the muck car by using a 
belt conveyor on the top flange of 
the needle beam. Muck cars are 
moved to the shaft by hand. 

All the contractors on the sewer 
program find it economical to buy 
commercial ready-mixed concrete de- 
livered in truck mixers. In the tun- 
nels, to save hauling from the shafts, 
the contractors sink cased well holes 
from the surface through the tun- 
nel roof at convenient points. Con- 
crete is discharged by the truck 
mixers into the pipes, which deliver 
it directly to pneumatic placers set 
up in the tunnel. 

Small wagon drills mounted on 
pneumatic tires expedite drilling 
operations in rock. For open-cut con- 
struction an air-powered pavement 
breaker was used. This machine con- 
sisted of a pneumatic ram and an 
air compressor mounted on a steel 
turn-table frame on a motor truck. 
The powerful quick-acting ram, con- 
trolled by a hand lever, punched holes 
in the asphalt top and concrete base 
of the pavement with a few sharp 
blows and speedily demolished the 
slab for handling by the excavators. 

Construction Methods and Equip- 
ment, November, 1987. 


Overhead Conveyor in 
Assembly Work 


IN ANY MASS production enter- 
prise in the metal-working field, vari- 
ous operations sooner or later cul- 
minate in a process of putting to- 
gether certain parts into a whole, 
known technically as “assembly.” We 
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must look to the automobile indus- 
try to give thanks for the really 
amazing development of the over- 
head conveyor, which is one of the 
most useful devices ever conceived 
for coordinating the work of parts- 
assembly. 

In any consideration of the appli- 
cation of an overhead conveyor to any 
particular problem of handling ma- 
terials or parts, the five elements 
of design should receive equal atten- 
tion. The suspended track may be of 
I-beam or special tramrail section 
or may be built up of two parallel 
rails of angle section, separated a 
uniform distance throughout the en- 
tire length of trolley travel. 

The carrier will vary according to 
the type of work to be handled, all 
the way from a simple bent wire hook 
to an elaborate framework of trays. 

The chain or cable is not in itself 
a carrier. Its sole function is to move 
all the carriers and their trolleys 
along the track simultaneously, and 
at an even rate of speed. The drive 
should be examined as to method, and 
consideration must likewise be given 
to the amount of power required. 

Certain types of overhead con- 
veyors may be designed to operate 
partly by gravity; the loads on the 
forward-moving loaded side running 
down an incline and furnishing the 
energy necessary to move the whole 
line on both the loaded-forward, and 
empty-return sides, with power ap- 
lied only at certain “booster” sec- 
tions to keep the movement constant. 

Economic selection of the best 
types of trackage, trolleys, carriers, 
connecting chain, and drive, will in 
each case depend upon consideration 
of the type of work to be done the 
length of the travel, the speed of 
travel, the weight of each load, and 
whether the work handled is uniform 
or varied, or will be apt to change in 
character next month or next year.— 
The Iron Age, November, 1937. 


Welded Rail Produces "Velvet" 
Track 


ELECTRIC FLASH butt welding 
technique has been developed to 
join standard 39-ft., 131-lb. steel rails 
into continuous lengths of 1,000 ft., 
eliminating the ordinary joints—and 
the cost of maintaining them—and 
producing a smooth riding, “velvet” 
track for passenger and freight car 
service. This method of welding 
standard rail lengths end to end has 
been used extensively in Europe 
where, during the past eight years, 
more than 200,000 flash welds have 
been put into service. In the United 
States today the Delaware & Hudson 
Railroad is laying a considerable 
quantity of welded track near She- 
nectady and Port Henry, N. Y. 
The equipment employed involves 
a welding car, housing a specially 
constructed flash welding machine; a 
generator car, housing two turbo-gen- 
erators for supplying current for the 
welding machine and auxiliary equip- 
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ment; a steam locomotive for sup- 
plying steam for the turbo-genera- 
tors; a rail-rack car for lining up 
rail preparatory to movement into the 
welded car; and a series of five 
flat cars on which are situated re- 
spectively, a stress relieving oven 
and four grinders. Attached to the 
foregoing outfit, is a train of flat 
cars, or open gondola cars, on to 
which lengths of welded rail are 
hauled by means of a winch located 
at the rear of the train. 

Welded rail in track is firmly fas- 
tened to ties by means of spring 
clips which exert a pressure of 2,500 
Ib. each on the base of the rail. The 
ties are firmly bedded in the ballast. 
The resistance to movement exerted 
by the spring clips and bedded ties 
produces a force greater than any 
force inducing either expansion or 
contraction in the rail. Once laid 
in track, therefore, the welded rail 
remains rigid. 

Among advantages claimed for the 
continuous lengths of welded rail are 
the following: 

Rail joint maintenance eliminated. 
Track maintenance cost reduced. Rail 
life increased—no joint batter and 
less frequent rail laying. Smooth rid- 
ing for trains. Rolling stock main- 
tenance reduced, because of absence 
of shock at rail joints. Rail creep- 
ing eliminated. Reduced tie deteri- 
orations, especially at joint ties. Sig- 
nal circuit bonds eliminated.—Con- 
struction Methods and Equipment, 
November, 1937. 


Portable Grinder Solves 
Milling Problem 


A RACINE SHOP foreman recently 
ran into a peculiar milling job. He 
had to mill a spiral in 50 aluminum 
end caps. To do this economically, u 
precision portable grinder was 
mounted in a milling machine and a 
high-speed cutter was chucked into 
the grinding quill. The set-up was 
easily made and the job worked out 
because the cutter was driven at the 
correct speed for milling aluminum. 

The equipment used included a Du- 
more No. 5 grinder with a “D” quill, 
Milwaukee miller and a 34-in. fishtail 
milling cutter.—Electrical Contract- 
ing, November, 1937. 


Precision grinder with fishtail 
cutter in quill to mill a spiral 
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“Seat and Valve Could Pass for 


New, for all the Wear They Show 


Yarway’s Stainless Steel, heat-treated valve 
and seat practically eliminate wear at the 
only point where wear could occur. 


This valve is the only moving part in the 
Yarway Impulse Trap. There are no levers, 
pins, cotters or buckets—nopressure affected 
floats, diaphragmsor bellows. Thesamevalve 
seatis good for all pressures without change. 


There are no castings used in Yarway 
Impulse Traps. They are built of solid bar- 
stock throughout. Body of cold-rolled steel 
(Stainless Steel for pressures over 400 lbs.) 
prevents distortion under pressure and is 
rugged to withstand accidental shock. Bright, 
rust-free cadmium finish inside and out. 


(Reports famous Soapmaker) 


These are the sound construction features— 
results of years of specialization, research 
and experience in steam engineering—that 
make Yarway Impulse Traps stand up in 
the most severe service. 


Are you handling this revolutionary Steam 
Trap that saves space, simplifies instal- 
lation, provides quicker heating and 
greatersustained heatingefficiency, that 
is priced so low it is usually easier and 
cheaper to install a Yarway than to repair 
most old traps ? 


Ask for details. A few territories are still 
available if you act promptly. 


YARNALL-WARING COMPANY, Mermaid Place, Philadelphia 
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OW MANUFACTURERS CAN KEY THEIR NEWS j : ENS 
ADVERTISING AND SALES PROMOTION 1O PROMOTE 
SALES THROUGH SUPPLY HOUSES WAS TOLD BY 
HORACE ARMSTRONG, SALES MANAGER ARMSTRONG ” 
, NNUAL MEETING 
BROTHERS TOOL COMPANY, IN AN INTERVIEW, | a ae movers or {5 
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O HEAD THE NEWLY ORGANIZED 
AMERICAN LEATHER BELTING 
ASSOCIATION, FRANK H. WILLARD, 
GRATON AND KNIGHT COMPANY,WORCESTER 
MASSACHUSETTS, WAS ELECTED PRESIDENT. 
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A NEW BOOKLET ENTITLED “PRODUCTS 
OF MERIT ILLLISTRATING AND DESCRIBING 
LINES HANDLED BY SOMERS FITLER AND 
TODD COMPANY, PITTSBURGH ,WAS BEING DIS5- 
TRIBUTED, IN PERSON, BY COMPANY SALESMEN. 
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PEND ON MEMORY 
SIN YOUR SELLING ‘ 

APPEARING DECEMBER 
1927 IN" INDUSTRIAL DIs- 
4(RIBUTOR AND SALESMAN, 
C.5. SEAMANS IL SALES MANAGER OF THE BITTENBENDER CONT 
TA PANY, SCRANTON, EXPLAINED HOW THE LISE OF PROSPECT CARDS KEEPS 
SUT ZALESMEN STIMULATED AND URGES THEM ON TO thn ACHIEVEMENTS, 
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SOURCE OF PRIDE TO PERCY RIDINGS AND OTHER MEMBERS OF THE SYRACUSE SUPPLY 
COMPANY WAS THE MODERN FIRE-PROOF WAREHOUSE WITH ITS OVERHEAD TRAVELLING 
EQUIPMENT , LARGE ELECTRIC FREIGHT ELEVATORS, AND ITS GENEROUS CAPACITY RAIL- 
ROAD SIDING, BUILT FOR SERVICE RIGHT IN THE HEART OF THE MANUFACTURING DISTRICT. 
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oT DALANEL 


REQUIRES THE FINEST 


Allis-Chalmers engineers now set a new high 
standard in DYNAMICALLY BALANCING Sheaves 
for TEXROPE V-BELT DRIVES. Over their entire 
range of speed, up to 6,000 rpm. these sheaves 





























ENGINEERING 


have no vibration period... they run like a watch 
movement from ] rpm. right up to 6,000 rpm. 

Allis-Chalmers has made the DYNAMICALLY 
BALANCED SHEAVE commercially available 
for applications that require the most extreme 
accuracy and precision, and can therefore tol- 
erate no vibration at any time or at any speed. 

Your V-BELT drive applications may not require 
such fine balance, but whatever 
TEXROPE V-BELT DRIVE equipment 
you buy will have the same caliber of 
engineering ability and experience 
built into it, that produced the ALLIS- 
CHALMERS DYNAMICALLY BAL- 
ANCED TEXROPE SHEAVE. 


Write for Vari-Pitch Bulletin No. 1261-A 


Belts by Goodrich 


(litte Flt Ry 
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A corner of the L. A. Benson Co. 
exhibit at the Baltimore purchasing 
agents’ show, October 19-21 
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Mi otenmnce costs 
a 


At the Baltimore show: Andrew Carey 

(Carey Machinery & Supply) and W. C. 

Waldo (Allen Mfg.) talk business with a 
purchaser 


W. E. Francoeur, right, (Burhans & Black) 
explains a Black & Decker tool at the 
recent purchasing agents’ show in Syracuse 
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NEWS 


Rye Meetings Draw 
Industry's Attention 


Big doings are scheduled for West- 
chester Country Club, Rye, N. Y., on 
December 8 and 9 when executive com- 
mittees of the distributor and manu- 
facturer associations will hold their 
annual mid-year meetings, and a zone 
meeting for distributors of the New 
England and Middle Atlantic states. 

Executive committees of the Na- 
tional and Southern distributor asso- 
ciations, as well as the executive com- 
mittee of the American Supply and 
Machinery Manufacturers’ Associa- 
tion will lead off the conclave with 
their sessions on Wednesday. 

The zone meeting will follow on 
Thursday, December 9. Although the 
program for this meeting had not been 
completed at this writing, some de- 
tails are revealed by H. R. Rinehart, 
secretary of the National group. 

The dramatized recording on dis- 
tributor-manufacturer relations, as 
first presented at the Memphis con- 
vention last May, will be re-run. 
“Then, there will be brief discussions 
of specific activities of the National 
and American associations,” said Mr. 
Rinehart, “to which it is desired to 
draw the particular attention of mem- 
bers of both bodies.” 

“Addresses will be delivered on the 
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Other distributors exhibiting: Carey 
Machinery & Supply, Anderson and 
Ireland, Kemp, and James Walker Co. 


G. F. Collins (L. S. Starrett) and G. L. 

Yells (Baldwin-Hall, Syracuse) seen at the 

p. a. show in Syracuse. Ten distributors 
exhibited 


Another Syracuse p. a. show shot: M. Riepel 
(Alexander Grant's Sons) talks things over 
with R. Griswold (Greenfield Tap & Die) 
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Customers seem to welcome 


your suggestions on trans- 
{ 


$ mission belt. What do you 








| 
recommend 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS ¢ PACKING 
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ATKINS 


SILVER STEEL 


SAWS 


.. are making production 
records on metal cutting 
wherever used. Economy is 
an outstanding quality... 
clean, accurate cutting and 
longer life mean lower pro- 
duction costs. 


\ 


1331S UaAIS 


j 
| 430'uWe Viisrom 


444 std ttdddd4- 


e-” { 


E. C. ATKINS ax? COMPANY 
INDIANAPOLIS, INDIANA 


BRANCHES . - 


Miller-Tydings act, the present price 
level and its probable trend in the 
immediate future, improved merchan- 
dising, selective distribution, manu- 
facturers’ selling policies, and distrib- 
utors’ buying policies. There may also 
be some discussion of current tax 
problems. 

“In addition,” Mr. Rinehart de- 
clared, “we are hopeful that it will 
be possible to secure several outside 
speakers to talk on questions of inter- 
est, such as a representative of the 
Bureau of Foreign and Domestic Com- 
merce, who can discuss the results of 
studies on distribution costs.” 


PTC Annual Banquet in 
New York December 2 


The annual dinner of the Power 
Transmission Council will be held on 
Thursday, December 2, at 7 p.m., in 
the Hendrik Hudson room, Hotel 
Roosevelt, New York City. An inter- 
esting program has been arranged for 
the event. 

One of the evening’s leading speak- 
ers will be Glenn Griswold, vice-presi- 
dent of the McGraw-Hill Publishing 
Co. and publisher of “Business Week”. 
Mr. Griswold will talk on “Industry’s 
Future and the Nation”. Dr. Harvey 
N. Davis, president of Stevens In- 
stitute and president-to-be of the 
American Society of Mechanical En- 
gineers, will have “Power” for his 
topic. W. W. French, sales develop- 
ment engineer of Dodge Mfg. Co., will 
have for the subject of his talk, “Sell- 
ing Keeps the Wheels Turning”. 


McCord Now Salesman 
For Montgomery & Crawford 


Fred Hall, sales manager of Mont- 
gomery & Crawford, Inc., of Spar- 
tanburg, S. C., has announced the ap- 
pointment of W. L. (Bill) MeCord as 
travelling representative 
South Carolina. 

Mr. McCord his line thor- 
oughly, having been in charge of the 
hardware department of the ware- 
house and retail store for a number 
of years. 


covering 


knows 





W. L. Reynolds, vice-president of L. A. 

Benson Co., Baltimore, punches a visitor's 

card at the Baltimore p. a. show and by his 

smile that visitor will probably be a regular 
customer shortly 
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New RIFSID 
Stops 75% 
of Your Customers’ 
Pipe Wrench 
Repairs 





Seen the new 
RikaID 
Wrench? 
Stronger, safer 
—thicker spe- 
cial alloy metal 
in the guaran- 
teed housing, im- 
proved design. 
Chrome molyb- 
denum alloy 
safety jaws 
and alloy 
handle — 
practically ends 
broken wrench ex- 
pense. 
No wonder Ritaip 
has millions of users. 
Replaceable jaws slip-and- 
lock-proof. Adjusting nut 
spins easily in all sizes, 6” 
to 60”. 


Sell retmzatm Wrenches for quick 
steady profits. Order today. 


The Ridge Tool Co., Elyria, Ohio 


Saves 
Man-Power 


“Every part 





Wrench guaranteed 
against break due to 
defective material, re- 
placed Free. Housing 
unconditionally 
guaranteed. 


RIGaID 
Compound- 
Leverage 
Wrench makes 
one man strong as 
six—pays for itself 
quickly in salvaged 
fittings. 


Rriksib 


WRENCHES 








- Power 


to Create Customers 


Tuar's what you get in the Van Dorn line of portable electric tools 





plenty of power through consistent advertising to create new customers for 
you. This Van Dorn Screw Driver advertisement is appearing in the Decem- 


, 


ber issues of ‘Factory Management & Maintenance,” and ‘‘Machinery.”’ 
Sell Van Dorn in December. The Van Dorn Electric Tool Co., 717 Joppa 


Road, Towson, Md. (Div. of Black & Decker Mfg. Co. 





TIE UP WITH 


FOR STEADY PROFITS 





Frank Connolly (Independent Pneumatic Tool) talks to the 
Hajoca boys in Philadelphia to launch that aggressive bunch 


into some selling on the “Thor” 
Hajoca. 


line, recently taken on by 
Enthusiasm generated at this meeting has helped 


Hajoca men burn up their territories ever since 


Distributors from Minneapolis and surrounding cities of St. 
Paul, Duluth and Eau Claire, Wis., together with some manu- 
facturers at a dinner meeting in Minneapolis November 10 


* 


Northwest Distributors 
Meet in Minneapolis 

A dinner meeting of distributors 
from Minneapolis, Duluth, St. Paul 
and Eau Claire, Wis., was held on 
November 10 at the Nicollet hotel 
in Minneapolis. A number of manu- 
facturers attended. R. C. Duncan, of 
the R. C. Duncan Co., Minneapolis, 
acted as chairman of the meeting with 


* 


H. F. Seymour and H. R. Rinehart 
as speakers. 


Armco Builds New 
Research Laboratory 

More than 200 scientists from all 
parts of the country were guests of 
the American Rolling Mill Co., at the 
dedication of its new research labora- 


* 


tories in Middletown, Ohio, on No- 
vember 5. 

The building, costing $280,000, is a 
single-story unit with sweeping lines, 
typifying modern industrial design 
and employing sheet iron and steel in 
its application to construction. It has 
a frontage of 255 feet and a depth 
of 175 feet, providing 43,500 square 
feet of floor space. 


Attending an engineering dinner recently in Syracuse were 105 plant men, who came as guests of the L. H. Gilmer Co., and 
their Syracuse distributors, Burhans & Black 








at’s What ALEMITE Guns, Fittings, 
bricants Have Meantto R.Wallace « Sons 


te’s half a ton of molten tin in this 
hine, heated to 500° F. — radiating 
errific heat to the bronze sleeve 
gs directly above ! There are ten of 
machines, yet not a single bearing 
lailed in the last eleven years — 
to the Alemite Guns, Fittings, and 
ants used in taking care of them! 


mall wonder that R. Wallace & Sons 

ous silversmiths and world’s larg- 
manufacturers of table tinware — are 
wiastic in their praise of Alemite 
ation! With the Alemite Hydrau- 
ystem, lubricant is forced into every 
img to provide positive, metered 
ication. The Alemite Guns can’t slip 
Alemite Fittings to cause accidents. 
icant is kept off machines and belts 
use there is a leakproof seal between 


ALEMITE 


gun and fitting, even when the gun is 
applied from an angle. 


MAKE SUCH PERFORMANCE 
BOOST YOUR SALES 


Bearings saved—breakdowns avoided — 
Operating, maintenance, and power costs 
cut—these are Alemite advantages which 
will get under the skin of any manufac- 
turer you call on! Use this R. Wallace 
story — and stories of Alemite perform- 
ance for other leading manufacturers — 
to add power to your selling of Alemite 
Equipment. Plenty of good salesmen have 
used Alemite Guns and Fittings as the 
opening wedge to other substantial 
equipment sales! Make Alemite do as 
much for you! 


ALEMITE 
A Division of Stewart-W arner Corporation 
1886 Diversey Parkway, Chicago, III. 
Stewart-W arner-Alemite Corporation 
of Canada, Ltd., Belleville, Ontario 








— sell easily not just be- 
cause they are so bril- 
liantly trademarked, — 
that helps a lot — but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 
you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 










Cherry-Smith Co. 
Organized in Nashville 


Announcement has just been made 
by Loyd Smith, formerly vice-presi- 
dent and general manager of Buford 
Brothers, Ine., Nashville, Tenn., of a 
new manufacturers’ agency to be 





LOYD SMITH 


known as The Cherry-Smith Co., Inc. 
Officers of the new company will be 
Loyd Smith, president, J. McEwen 
Cherry, vice-president, and W. Walker 
Cherry, secretary-treasurer. Offices 
will be located in the Nashville Trust 
building at Nashville. 

The Cherry-Smith Company will 
specialize in hardware and industrial 
lines exclusively, selling to distribu- 
tors and working with distributors in 
marketing manufacturers’ lines. Mr. 
Smith will devote his time to the new 
enterprise and direct a selling organ- 
ization sufficiently large to represent 
manufacturers in Alabama, Arkansas, 
Florida, Georgia, Kentucky, Louisi- 
ana, Mississippi, North and South 
Carolina, Tennessee, Virginia and 
West’ Virginia. 

J. McEwen Cherry, who has headed 
the McEwen Cherry Co., for the past 
twelve years, will continue with his 
activities with that company, spe- 
cializing, as heretofore, in the auto- 
motive field. W. Walker Cherry will 
handle the general offices of both com- 
panies. 


New Motor Aisle Speeds 
Production at Westinghouse 


A new modern motor aisle was re- 
vealed to a group of business paper 
editors recently at the Westinghouse 
Electric & Mfg. Co., at its East Pitts- 
burgh works. The building which 
houses the motor aisle is 1,454 ft. 
long and will specialize in the 
straight-line production of standard 
industrial-type A.C. motors, ranging 
from 1 to 50 h.p. 
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PROFITS come from 
orders filled! 


In any shop you're apt to hear, “Well, I know that you can 
get it from the ‘X’ Supply House because they have the 
ARMSTRONG line.” Today more than ever before tools are 
bought as they are needed with no time for looking around 
for sources or waiting for special orders. “Regular” customers 
are jumping over their regular sources and are buying from 
the supply houses that carry and stock the complete lines 
where they know orders will be filled promptly. 


Carry ARMSTRONG WRENCHES and every tool buyer will 
know that that means Carbon Steel, Chrome- 
Vanadium Steel and Detachable Head 
Socket Wrenches in all sizes. in all millings. 





Buyers also know that ARMSTRONG WRENCHES are the 
finest wrenches obtainable; are stronger, handier and finely 
finished. 


With profits made only when orders are filled, the logical 
answer is (Ist) a complete line and (2nd) a substantial stock 
of wrenches on hand. Wrench lines and wrench sales have 
changed materially in the last 10 years. If you haven't recently 
checked your stock against “what's selling today”, write for 
the new ARMSTRONG B-35a Catalog. If your line isn’t up to 
date you may find that a lot of your “regular customers” 
are doing their regular buying where they can get what 
they want from. stock. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People" 
305 N. FRANCISCO AVE. CHICAGO, U. S. A. 


Eastern Warehouse & Sales: 199 Lafayette St., New York, N. Y. 
SAN FRANCISCO LONDON 
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ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 








MILL SUPPLIES © DECEMBER 1937 49 





PLANT SHOTS ” 


THAT SPELL SALES 











(1) An interesting design of chain drive is this one used 
on a line roller conveyor that operates to an industrial heat 
treating furnace. The possibilities for chain and gear busi- 
ness in plants of this type is readily visible in this view. 
(2) In a large Eastern rubber plant, 700 hp. is transmitted 
through a direct-connected integral pinion shaft, meshing 
with a large bull gear driving a battery of five 60-in. 
rubber grinding mills and a mixer. This power at 600 r.p.m. 
demands maximum performance from its pair of roller 
bearing pillow blocks on which the pinion shaft is mounted. 
The pillow blocks not only save 40% to 50% in power 
consumption but reduce the breakdown hazard to a mini- 
mum. (3) These two drill presses serving as an auxiliary for 
a larger radial drill press have more than doubled output 
by an investment of about one-twentieth of the larger 
machine. The operator drills and taps two extra holes while 
maintaining normal production on the radial drill. (4) A 
rotary hack saw speeds the work on electrical, plumbing and 
heating installations, and is useful in automotive and indus- 
trial work. (5) Requirements on new streamlined trains 
are that lubricants be handled without waste. Evidence that 
there is a good market for power lubricating equipment 
appears in this picture, taken in the shop where the new 
Southern Pacific ‘Daylight’ train is serviced. (6) End bear- 
ings of these lathes are kept cool and perfectly lubricated 
with drip oilers shown in circles. Visible lubricators show oil 
supply at a glance and insure continuous oiling. Splashing 








of oil on material, or workmen is eliminated. (7) Practically 
all divisions of modern industry are turning to anti-friction 
bearings like the one shown here because power costs are 
minimized and so are vibration and maintenance costs. 
(8) Formerly on this job of grinding the radii of a field 
stamping die, the piece was chucked in a lathe, grinder set 
up and the die rotated back and forth by pulling the belt. 
But now, by mounting a grinder vertically on the head of 
a milling machine, with the die on a table the job is 
handled much more easily. Table facilitated movement of 
the work and the operator can view the job plainly at all 
times. 





eon Thum CHASER-GRINDE! 


Shortens the time and simplifies the work of regri 
















IT HITS 
ON 
ALL 


ing chasers. 


Saves dollars by lengthening die-life and by elimi 
ing the need for duplicate sets of dies. 


Does away with transportation charges to and {r 
factory on regrinding. 


Encourages the use of sharp dies, in place of , 





ones, by making regrinding easy. 


The market for ‘Tom Thumb" 
Chaser Grinders includes every 
plant and shop in your territory 
which handles any considerable 
amount of pipe or bolt thread- 
ing, no matter what make of 
machines they use. Owners of 
ster machines are only a part 
. though an important one 
. of the great market thi; 
grinder opens up for you. 


Reduces wear and tear on pipe and bolt machi 
caused by the use of dull or broken dies. 


Is so controlled that it cannot damage dies by ov 


Ou BhWN 


heating the steel. 


Send today for descriptive 
literature and prices. 


THE OSTER MANUFACTURING COMPAN 


Sales Office: 2041 East 6Ist Street, Cleveland, Ohio 
Factories: Erie, Pennsylvania, and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 
Philadelphia Showroa@m and Office, 11! North 3rd St. 


Threading Headquarters Since 1893 
















"What pipe and 
bolt machine users 
have wanted for 
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A. industrial activity reaches a higher pitch, as speed and @ ; 
precision of manufacture become more and more a matter of necessity, 
EMPIRE Industrial Fastenings are ever in tune with progress. 

No matter what the requirement, R B & W, one of the world’s largest and 
oldest manufacturers of industrial fastenings, is prepared to fulfill it with 
unique efficacy and promptness. Our large stocks include all standard 
bolts, nuts, rivets, screws, washers, pins, and rods in addition to many 
special upset and punched products. Standard materials include steels, 
alloys, and non-ferrous metals—in cadmium, zinc, chromium, nickel, hot 
galvanized, copper, and tin plated finishes. R B & W also possesses un- 
equalled experience and facilities for the production of new fastenings to 
special requirements. There is no industry in which bolts, nuts, rivets, or 
allied products are used that cannot be supplied by R B & W. 

Yet variety alone is insufficient—every one of these products is manu- 
factured to the high specifications of strength, accuracy and finish that 
have made EMPIRE Industrial Fastenings the standard of industry since 1845. 








TEMPO... 


On every side, industry is assuming a faster tempo. Orders are 
moving swiftly, demanding increased speed of production. Experi- 
enced buyers of industry know that R B & W can be depended upon 
to keep pace with the new tempo. 

Three large plants, operated under the most advanced produc- 
tion methods, enable R B & W to hasten output in accord with 
demands. 

Large, consistently maintained stocks, coupled with a wide- 
spread, yet well regulated distribution service, insure fulfillment of 
all orders with utmost promptness. A competent staff of technical 
advisors, backed by over 90 years of R B & W experience and 
facilities, stands ready to render prompt, effective aid in the solu- 
tion of industrial assembly problems. 

And behind this service stands the unique reputation of all 
EMPIRE products, carrying with it the assurance that these fasten- 
ings, when delivered, may be depended upon to meet and surpass 
the severest requirements of strength, accuracy and finish. 


RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY 
PORT CHESTER,N.Y, ROCK FALLS,ILL. CORAOPOLIS. PA. 
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THE CARBORUNDUM COMPANY « NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York. Chicago, Philadelphia. Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


Carborundum is a registered trade-mark of The Carborundum Company 
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HEN you sell gears you should be 
selling a good deal more than pieces 
of cast iron with various kinds and sizes 
of teeth cut on the periphery. . and when 
you handle Jones gears you are selling 
something more than cast iron—you are 
selling accuracy 


Jones gear cutting practice represents the 
accumulated technical knowledge of 47 
years backed by the finest gear cutting 
equipment and craftsmanship to be found 
anywhere in the world. 


Jones gears are profitable items to handle 
- ++ you can get them quickly and you can 
be absolutely certain that every gear is cut 
to the very highest standards of modern 
precision manufacturing. 


The Jones organization will be glad to 
quote you on spur, herringbone, spiral, 
worm, bevel and mitre gears . . . cut or 
molded . . . in cast iron, steel or bakelite 

. . also rawhide pinions. Your inquiry 
will have prompt attention. Bulletins cov- 


ering the various types of gears sent on 
request. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 West Roosevelt Road, Chicago, IU. 


HERRINGBONE — WORM— SPUR—GEAR SPEED REDUCERS 
CUT AND MOLDED TOOTH GEARS « V-BELT SHEAVES 
ANTI-FRICTION PILLOW BLOCKS+ PULLEYS 
FRICTION CLUTCHES AND TRANSMISSION APPLIANCES 
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(Spencer Lens) 


Stanley Ferguson 

“sold on Parker-Kalon products by Jim 

Hoghland of Parker during the Neal show 
in Buffalo 


gets 





Transmision Problems 
Solved in Mobile Lab. 

Plants using any type of power 
transmission belting will find the new 
Graton & Knight traveling laboratory 
able to duplicate their power trans- 
mission problems and solve them as 
well. This unique manufacturing 
plant on wheels has its own 40 h.p. 
power plant and is designed to aid 
the belt user. 

The machine may be operated either 
by a modern system of mechanical 
drive, using belts, pulleys and shaft- 
ing—or by the unit drive system. The 
cost of manufacturing measure quan- 
tities of production by each method 
can be observed. Incorporated in the 
mechanical power transmission sys- 
tem is a drive on which all types of 
flat belt may be tested. This drive 
is equipped with a certified scale 
showing the tension at which each 
belt is run, and accurate readings of 
the production efficiency can be made 
from a meter connected to the sys- 
tem. 

A sales representative will travel 
with the unit and work with the local 
Graton & Knight representative on 
all demonstrations. Routes are 
planned which will enable it to cover 
every industrial section of the coun- 
try. 


Jenkins Bros. Opens 
Atlanta Branch Office 


Jenkins Bros. recently opened a 
new branch office and warehouse at 
376 Spring St., Atlanta, Ga. The 
new branch will enable distributors 
in the South to render better service 
by close contact with the local Jen- 
kins service headquarters. 


New Line for Pulver 


Pulver Machinists Supply Co., Chi- 
cago, formerly known as the Pulver 
Machinists Tool Co., has taken on the 
Walker-Turner “Driver” line. This 
new line is in keeping with the com- 
pany’s policy of expansion which was 
the underlying cause for the change 
in the company’s name. 








material costs, 

7 demand new “ 

~7] tion efficiency. --New “lows 

7 Maintenance Overhead, 

For over halfa Century, the name 
ermoid on industri 

Products has been the recog- 
nized mark of quality, value and 
Service. Such @ reputation is 
only won and held for 80 many 
Years by Consistent Performance, 


ub 
est suited to the job 


For your 1938 requirements 
Specify Thermoid. 


01 
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The “Thirtieth Anniversary” catalog of the Mideke Supply Company 
is the seventh successive Donnelley-built catalog issued by that pro- 
gressive house. In Catalog 30 air conditioning and refrigeration 
supplies are given special attention. 


O 


ply house keep buyers informed as to 


NLY by the issue of catalogs at 
reasonable intervals can a sup- 


the new goods they offer for increas- 
ing efficiency and economy of pro- 


duction. 
* * 


We shall be glad to send you samples of recent 
catalogs. Write— 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET. CHICAGO, ILLINOIS 
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Promotion, Sales Meetings, 
New Lines for Lewis Supply Co. 


John West, formerly inside sales- 
man for the Lewis Supply Co., Mem- 
phis, Tenn., is now a city salesman 
serving all parts of Memphis. He 
has been with the firm about five 
years. 

Replacing Mr. West as inside desk 
salesman is William Pace who has 
been with the company three years 
and comes from the shipping de- 
partment. Jack Darragh was recently 
added to the house force. The first 
of this year Floyd Simmons became 
assistant manager or the organiza- 
tion and since that time has spent 
about half his time travelling with 
the salesmen and improving customer 
relations. 

Regular sales meetings are held 
every Saturday to educate salesmen 
in giving manufacturers’ represen- 
tatives more attention. T. W. Lewis, 
president, reports that his salesmen 
are “happy to see manufacturers’ 
representatives as long as the right 
type of men who know how to meet 
the trade, mix with the salesmen 
and know the line” visit them. “They 
are,” he says, “the best teachers and 
educators of all.” 

The Lewis Co. is now a distribu- 
tor of Lubriplate products in the 
Memphis Tri-State territory. 


Todd Joins Sales Staff 


Harold H. Todd is now a member 
of the sales force of John R. Parry, 
Boston distributors. Mr. Todd had 
been with the Dodge Haley Co., for 
the past twelve years. 


Sales Force Increased 


Butts & Ordway Co., Boston, Mass., 
has just added J. Phillip Cutter, for- 
merly of the Dodge Haley Co., to 
their sales staff. 





Here's a partial view of the handsome new 
offices of the W. P. & R. S. Mars Co., 


Duluth, Minn. At the left is Mildred Ber- 
tholdi, stenographer; directly behind her is 
W. P. Mars, president, while Harold Brown, 
purchasing agent, is sitting beside him. At 
the front desk is Albert Peterson (left), 
warehouse man, and Will Redel of the office 
staff, C. H. Kirkwood and W. K. Maca- 
skill, salesmen, are at the rear desk 
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OTICE the 


lining inside this pipe. 


Duro.ineE 
It’s a 
dense, inert seal against corrosion — 


smooth 


impervious to all corrosive waters — 
fresh, salt, or acidulous. It cuts pipe 
replacement down to the vanishing 
point, because it permanently sepa- 
rates the pipe metal from the water 
the line carries. 

Plant managers and superintend- 
ents will save money with DuroLine 


because they can forget about 
the 
their plant water lines. Not only does 


Pipe, 


corrosion day it’s installed in 
this pipe outlast ordinary pipe many 
but it full 


carrying capacity because the lining 


times, also retains its 


prevents tuberculation. 
With all its advantages, DuROLINE 
is surprisingly inexpensive. It costs 


only a few dollars a ton more than 


regular galvanized pipe. It is avail- 


inside this pipe and see- 


why DUROLINE 


Saves Money 





able in regular sizes and lengths, with 
plain ends or threads and couplings. 

Whenever your customers replace 
piping in their plants, or when plan- 
ning to expand production facilities, 
remind them that Duro ine is the 
modern, money-saving method of cut- 
ting corrosion costs. For further infor- 
mation, write or call our nearest sales 
office. Send for latest bulletin contain- 


ing 20 pages of facts on Duro.ine, 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, 


Pacific Coast Distributors * 


PITTSBURGH, PA 
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United States Steel Products Company, 


New York, Export Distributors 












Jennings, Lamson & 
Sessions Head, Dies 


John Gould Jennings, 81, chairman 
of the board of the Lamson & Ses- 
sions Co., Cleveland, Ohio, died Sun- 





JOHN G. JENNINGS 


day, Nov. 21, en route to St. Peters- 
burg, Fla., where he had planned to 
vacation during the winter. Mr. Jen- 
nings was also vice-president of 
Johnston & Jennings Co., of Cleve- 
land, manufacturers of forging and 
foundry equipment. 


San Francisco Distributor 
Adds to Space, Staff, Stock 


Miller & Stern Supply Co., 1126 
Howard St., San Francisco, will 
N eC W ( el t a O / move into its new building early in 
g “ 1938. The new structure will give 
the company more than three times 
its present floor space. 










































POCKET SIZE 


COMMERCIAL DROP FORGINGS 











THE BILLINGS & SPENCER CO. 


Another Billings Sales Booster! Every 
mechanic and user of Forged Tools in 
your territory will want a copy of this 
New Billings Catalog. 


Progressive Distributors—Billings Dis- 
tributors—value the use of this new sales 
impetus and the other Billings sales helps 
(National Advertising, the Billings Dis- 
tributor Policy — selective distribution, 
Factory Trained Missionary Men, the 
Technical Knowledge and Skill of Fac- 
tory Metallurgists and the name “Bill- 
ings”—the Standard in Forged Tool buy- 
ing for Three-Quarters of a Century) to 
build volume sales at a profit. Yes, Bill- 
ings Distributors are Progressive Distribu- 
tors. 


* BOARD DROP HAMMERS and DIE MAKING MACHINERY 








HARTFORD, CONNECTICUT, U.S. A. 
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W. N. Cullen, a new member of 
the sales staff, will specialize in “Lub- 
riplate,” a Fiske Bros. product, and 
in Wyandotte industrial compounds. 
His past experience includes nine 
years with the J. B. Ford Sales Co., 
located in the Hawaiian Islands. 

The firm is now a distributor for 
milling cutters of the Gorham Tool 
Co., in addition to its recent action 
of taking on the Fiske Lubriplate 
line. 








Oliver V. Schauer, of Keystone Lubricants, 

poses beside an attractive Keystone window 

recently installed by Somers, Fitler & Todd, 
Pittsburgh 
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FIG. 1303 — CAST ALLOY 
STEEL GATE VALVE, GEAR 
OPERATED 


FIG. 3003-—-CAST STEEL GATE 
VALVE, GEAR OPERATED 


Many years of Steel Valve manufac- 
turing has made Powell the accepted 
leader in this field. Uniform construc- 
tion and laboratory tested metal 
reduces your upkeep to a minimum. 

Replace now with Powell Steel 

Valves—detailed information 

FIG. 1323 — CAST ALLOY STEEL GATE VALVE. 


WITH BY-PASS — MOTOR OPERATED 77) | a of = supplied on -your 


FIG. 9031 —CAST ALLOY STEEL request. 


GLOBE VALVE, GEAR OPERATED 


POWELL VALVES 


THE WM. POWELL CO. lea Ril, 
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Rown & SHARPE 
CUTTERS 


Modern - Efficient - Keep Costs Low 
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|~Friends gather with C. F. Crowder (H. N. 


Crowder Jr. Co.) on the roof of Allentown 
Hospital where he recovers from last sum- 
mer's broken hip. Men in the scene are 
C. V. Fish, Robert Roberts and N. C. 
Shepardson, all of Crowder. Mrs. Crowder 
is in center and Nurse Clewell at right 


50th Anniversary for 
Wrought Washer Co. 


The Wrought Washer Mfg. Co., 


| Milwaukee, this year celebrates its 


50th anniversary. When the com- 
pany started business in 1887 it pro- 
duced about a ton of washers a day. 
Today the firm is equipped to pro- 
duce 70 tons of washers a day in 
thousands of sizes and shapes. 
During the years of expansion and 
increasing plant equipment, constant 
progress was being made in the de- 
velopment of washer producing equip- 
ment. The design and perfection of 
these machines is largely the work 
of Fred C. Doepke, president of the 
organization. Today, 90 per cent 
of the firm’s washer producing equip- 
ment is still the development of its 


| own engineering department. 


The company also has a separate 


| tool and die division for the manu- 


facture of dies to produce the many 
small stampings manufactured. 


| Schlafer Supply Completes 


New Catalog; Adds Salesman 


A new mill supply catalog, printed 
by R. R. Donnelley, Chicago catalog 
publishers, has just been completed 


| and is now being distributed for the 






Schlafer Supply Co., Inc., Appleton, 
Wis. 

Wilmer Schlafer, Jr., the third gen- 
eration of Schlafers to enter the firm, 
| is now a member of the sales force 
and covers industries in and around 
| Appleton. K. M. Haugen, sales man- 

ager, has made a tour of Cleveland, 
Montreal, New York and Philadel- 
phia calling on some of the sources 
of supply. 





Gilmore Joins Tristate Corp. 


William J. Gilmore has joined the 
| Tristate Corp., 2453 Frankford Ave., 
Philadelphia, and will cover Reading, 
Allentown and vicinity. The firm is 
now a distributor for Birdseye Re- 
flector lamps and Medusa paints. 























E. H. (ED) RECKER 
“TOLEDO’S” REPRESENTATIVE 
SINCE 1930 


—in Illinois, Wisconsin, No. Michigan, Min- 
nesota, lowa and Missouri. 


Ed is well versed in the "TOLEDO" line 
and like other "TOLEDO" representatives 
has a fully equipped demonstration car with 
a "TOLEDO" No. 999 Power Pipe Machine 
ready at all times to help you land the 
order with a demonstration or any other 
sales help needed. 


Conscientious. A hard worker. Always 
ready to cooperate with dealers in his 
territory. 


A 200 bowler. Shoots golf in the 80's 


(sometimes). 


You can depend on Ed when in need of 
sales assistance. 










"Toledo" No. 999, '/2 to 2 Inch Inclusive Super 
Model Power Pipe Machine. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE STREET 


“TOREDO 





RECOMMEND “TOLEDOS" 
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FOR SATISFACTION 








Distributor Business 
Down In October 


Reports received by the National 
| Supply and Machinery Distributors’ 
|  Assoeiation from distributors in va- 
| rious sections of the country indicate 
| that in general, Fall business did 

not reach last year’s volume. 

The Mid-Atlantic area reported a 
pronounced recession in orders, at- 
tributed mainly to earlier heavy pur- 
chases inspired by fear of rising 
prices. 

| A distributor from the East Cen- 
| tral portion of the country says, 
| “We are very much disturbed about 
business for at least the next 60 or 
| 90 days, possibly longer. As far as 
we can figure out, the prime reason 
| for this change is labor.” 

In the Central West volume for 
all of 1937 was equal or better than 

| last year’s. 

General business conditions in the 
Mountain area show “a considerable 
decline during the past four weeks, 
due principally to curtailment in pro- 
duction of metals”. 


Washington Distributor 
Moving to New Building 


Standard Automotive Supply Co., 
Washington, D. C., has purchased a 
new building at 2121 14th St. N. W., 
and will move to this location as soon 
as the stock on hand at its present 
location is reduced. The new build- 
ing will give the company about three 

| times the present floor space. 
; : | ‘The firm has added Gilmer belting, 
0 HU V2 [2 i V1 § Lim da S | Empyre fire extinguishers and Sewall 
| paints to their stock. Charles Dun- 
mire, recently joined the organization 
and has been assigned to the western 
territory. 


To you, a 


New Line Taken On 
Kaspar & Koetzle, Inc., 565 Bush- 

° ‘ . | wick Ave., Brooklyn, N. Y., has added 
The cime is near . . . to appraise anew the the products of the Wailes Dove- 


Hermiston Co. to its stock. 


and exceedin g good-will 


good-will from which all profits flow. ee 


To you, gentlemen, we wish the priceless asset 
of firm friendships; the kind thoughts of many 
you have served with devotion to principles of 


fair trade, generous values, loyalties not written 





in the orders. | 





‘ Id J. Evans (Nati 7 k Washer), 
THE ALLEN MEG. COMPANY | ities ancrsee Con 
HARTFORD, CONN. U.S.A. » os 6 Gus 
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Increase your profits with | J&L 
BS ae Tue. >. | sve, 





“It pays to handle J&L Steel Products...” 


wir (“Another big batch of orders this morning. 
I tell you, Mac, J&L Steel Products are a 
fast-moving, profit-making line for us.” 


This is the experience of many 
distributors who sell J&L Steel 
Products, and the reasons are 
good and sound. Your customers 
want J & L Products because they 
get greater satisfaction by using 


your customers with an extensive 
national advertising campaign 
telling the J&L quality story in 
trade, business and executive 
magazines. These publications 
create a demand for J&L Steel 


faster ... give greater satisfac- 
tion to your customers. . . and 
make bigger profits for you. 


Get in touch with J&L today. 





Profitable J&L Products 


J&L Seamless Steel Boiler 
Tubes... Seamless and Welded 
Pipe... Cold Finished Shafting 

. Cold Finished Bars and 











them ... these products sell Products that moves your stocks Shapes . . . Hot Rolled Bars, 
quickly and increase your profits. . turns them into cash, at a Shapes and Plates . . . Nails 
and Wire Products. 

Jones & Laughlin builds profit to you. 
greater sales for you by reaching J&L Steel Products move 
r 
| ES &LA | 
- PITTSBURGH, PENNSYLVANIA | 
l MAKERS OF HIGH QUALITY IRON AND STEEL bicdigdiade PP” SLRS E 1850 | 
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MILWAUKEE INDUSTRIAL BRUSHES ff 






































YOU CAN SATISFY. 


ALL THEIR NEEDS... 





No matter what the needs 
of your customers for in- 
dustrial brushes — bristle, 
fibre or wire—hand or 
power—you can fill them 
when you handle the Mil- 
waukee line. Even if a call 
comes for some unusual 
brush—something outside 
our regular stock line—you 
are in position to take the 
order, for we are equipped 
to make special brushes on 
specification promptly. 
This knowledge of the com- 
pleteness of the Milwaukee 
line is gratifying to the dis- 
tributor who is out to do a 
real sales job on brushes. 


You can depend on the 
high standard of quality 
that is built into every type 
of brush in the Milwaukee 
line. Do a good selling job 
on the buyer once and 
you'll never have to worry 
about repeat orders. 
They'll come in freely. It 
is profitable to sell Milwau- 
kee Industrial Brushes, Try 
it and see! 


Write for particulars. 


* 























THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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MILWAUKEE, WISCONSIN 
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To exhibit their equipment more effectively 

and encourage industrial buyers to stop in 

for small tools and supplies, Wiley-Hughes 

Supply Co., Trenton, N. J., has outfitted 
this neat display room 


Louisiana Site of New 
Million Dollar Sugar Mill 


A new sugar mill, erected at a cost 
of $1,000,000 at New Iberia, La., is 
now serving an area in the neighbor- 
hood of 120,000 tons of sugar cane 
annually. 

The mill is operated by steam tur- 
bines and can process between 2,000 
and 2,200 tons of sugar cane daily. 
The steam turbines supply the town 
with power as well. 

The mill was constructed after rep- 
resentatives of the Iberia Sugar Co- 
operative, Inc., signed one of the con- 
tracts sponsored by Governor Richard 
W. Leche in his industrial expansion 
program for the state granting them 
a ten-year tax exemption. 


New Distributor Serves 
Textile Mills in Georgia 


La Grange, Georgia, is the home of 
a newly organized jobbing house 
which will serve the mills in that ter- 
ritory. The new firm is a stock com- 
pany, owned and controlled by local 
business men. 

E. Lee Talman has been elected 
president and O. E. Nixon, Jr., well 
known to the textile mills, is asso- 
ciated with the firm as textile engi- 
neer. 

Industrial Supplies, Inc., in addition 
to serving the textile mills will serve 
the general mills and industries. They 
will deal in general mill supplies, 
textile supplies, oils, softeners, heavy 
chemicals and fine chemicals. A num- 
ber of national manufacturers will be 
represented in the territory by this 
new firm. 

For the present the staff will call 
upon consumers within a limited area, 
but plans have been made to include 
territory in several states in the 
near future. 


Busy Hunting Deer 
Ronald Bishop, order clerk, George 
L. Sarks & Co., Saranac Lake, N. Y., 
recently spent a week hunting deer in 
that vicinity. 











8O PAGES 


of valuable, ¢asy reading 
information on how to 
make wire rope yield 
longer service through 
proper selection and care 
when in use. Not one line 
of advertising. If you have 
not already made your 
request, fill in the coupon 


sclow and receive 4 


WILL SAVE YOU MONEY 


tors a cooperative 
them. Write toda 



























complimentary COPY: ! 


advertising campaign, Wickwire Spencer offers all its Wire Rope distribu- 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 


| 
this New Wire Hope \y x 


—~ oe 


300K | ™m 





DECEMBER 


ADVERTISEMENT 
APPEARING IN 
Power 


West Coast Lumberman 
Construction Methods 
Mill & Factory 


re) E Timberman 
\ | R E- () : Oil and Gas Journal 
Petroleum World 
h a al p Si Rock Products 
“4 encel National Engineer 
y Wi wue p Oil Weekly 
ae Buildings & Building 
ER STEEL CO Management 
ek <7 ¢ rope handbook nae Iron Age 
Skyscraper Management 


Pit and Quarry 
Western Construction News 


Pacific Road Builder and 
Engineering Review 


our sew Wit 


In addition to a comprehensive national 


advertising plan that directs rope users specifically to 
y and learn about this plan. 
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Myers Firm Holds 
Annual Sales Meeting 


Salesmen from all over the United 
States and Canada recently convened 
at Ashland, Ohio, for the annual sales 
| conference of the F. E. Meyers & 
Bros. Co. 

More than 200 Meyers men at- 
tended. Throughout the five day con- 
ference, group meetings were in 
charge of F. E. Harris, C. D. Leiter, 
C. F. Walters and F. R. Elliot. Vari- 
ous products in the line, sales data, 
advertising and many other important 
| subjects were discussed. 

E. F. Brubaker, in charge of Mey- 
ers publicity, spent considerable time 
with the salesmen on the final day of 
the convention explaining the com- 
pany’s advertising and sales promo- 
tion program. The meetings were 
concluded with the distribution of 
prizes to winners of special sales pro- 
motion events conducted throughout 
the year. 


? Sales F I d; 
Here's a book that ws Sere. on 
; Kester Machinery Co., 430 N. Main 
tells the story... : 









































St., Winston Salem, N. C., recently 
added Herman E. Dickerson to the 
High Point branch sales staff. Mr. 
Dickerson graduated this year from 
Virginia Tech. 

Recently the firm held a dinner 
meeting for all its sales force at the 
Robert E. Lee hotel. Speakers were 
Messrs. Champ of the Mid-West Abra- 
sive Co., Barnette of Acorn Refining 































“American” Pressed Steel Hand Trucks roll ® 
along so smoothly—so quietly—so easily— 
that your men will get more work done without 
even knowing it. And you will find repair and 
replacement costs lower than you had believed 
possible. 













The “American” Truk-Pak, pictured here, is a removable platform Co., and Bryant of Henry Disston 
rack used with hand trucks to eliminate unnecessary rehandling. | Co. A. R. Nicholas, sales manager 
This equipment has many applications and provides unusual | for Kester, also made a short talk. 


we for or loading stations, transfers, etc. You 
shou ave a copy of the American Pressed Steel Hand Truck . 
Catalog handy for ready reference whenever material handling | Transferred to Outside Sales 
needs arise. Lloyd Richards of Bannister & 

Geyer, Newark, N. J., has _ been 
| transferred from the inside sales 
| staff to outside selling. 


American Tested Rubber-Tired 
Industrial Truck Wheels 


Like American Hand Trucks, themselves, these wheels offer 
the rare combination of superior performance at lower cost. 
Savings on floors alone will pay for this quality equipment 
very quickly. Fragile material can be handled with less 
breakage and quiet operation is assured. A special vul- 
canizing process makes it impossible for these rubber treads 
to come off the wheels. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave.—Dept. 2—Phila., Pa. 


MERICA 


| 

| 

| 

} 
a 





” PRESSED STEEL 


| Ward L. Tildin, sales manager of Nichols, 
Dean & Gregg, St. Paul distributors, stop- 
ped just long enough for a picture as he 


headed for the parts department of his firm 
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BEWARE THE 


A Message That Is Making 


MorRE SALES FoR You 


Wouldn't it be swell if you could cover all your customers at 
one sweep? You bet your boots it would. But you don’t have 
to—because YALE does it for you. 


Reproduced above, is the “Toll of Tradition” ad—one of a series 
of eye-stoppers that is carrying the Yale—and YOUR—message 
to industry. Punchy selling copy points out the exorbitant cost of 
old-fashioned methods—suggests modernization with YALE 
CHAIN HOISTS. 


But after all, the best that this ad can do is to create buyer 


interest. It’s up to you to convert that interest into sales. 
STEEL SAFETY HOOK 


The "safety valve” of the Yale 
Hoist. Drop-forged from special 
steel, it opens slowly, with- 
out fracture, before any other 
part of the block is overstressed 
ae ing the ’ 
the load, and the workman. 


Practically every plant you step into is a prospect for Yale 
TOTALLY 


Money-saving equipment. Just point out that YALE CHAIN ENCLOSED— 


HOISTS cut costs so radically that they soon pay for themselves aetna 





and you've got a grand sales argument. 


It's human nature to want to save. Show your customers how— 


CAPACITIES: 300 LBS. TO 40 TONS 
AND YOU'LL GET THE ORDER. 











THE YALE & TOWNE MANUFACTURING COMPAN 


PHILADELPHIA DIVISION, PHILADELPHIA, PA 














Merry Christmas 


We. The Sterling Grinding 


Wheel Company, extend 


to you, our customers, the 


world over our Sincere 


Thanks 


and Appreciation 


for the many Courtesies 


shown us this May 


year. 


this Christmas Season be 


oyel- Mo) Mesh abete ME ls tote) <-2m (eo) ame! 


job well done and the 










A New Year a prosperous one. 
—_ 


THE STERLING GRINDING WHEEL CO., Factory and Offices, TIFFIN, OHIO 


CHICAGO: 912 West Washington Blvd. DETROIT: 101-107 West Warren Ave. 


Abrasive Division of The Cleveland Quarries Co. 
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Murray B. Wilson, associated with Armco 
since 1923 has recently been named mana- 
ger of the New York sales district of the 
American Rolling Mill Co., Middletown, 
Ohio. Since 1927, he has been attached to 
the Detroit sales office of the company 


Dumore Co. Publishes 
Industrial Sales Manual 


A new manual being sent to indus- 
trial supply distributors and salesmen 
has been published by the Dumore 
Co., Racine, Wis. It is attractively 
bound and thumb-indexed for easy 
reference. 

Included in the manual are appli- 
cation pictures of the various Dumore 
products with complete descriptions 
and specifications of all models. From 
time to time additional bulletins will 
be issued to replace or supplement 


those already in the binder. In this 
way the manual will never become 
obsolete. 


A 640 sq.ft. addition costing $10,- 
000 has been made at the Dumore 
factory in Racine. This unit con- 
sists of two additional rooms for the 
spraying and baking of paint. Com- 
pletely fire-proof and air-conditioned, 
this building represents one of the 
most complete painting departments 
in the country. 


New Building Nears Completion 

A one-story brick building rapidly 
nearing completion will be occupied 
by the Harland-Robertson Co., De- 
troit, Michigan, about December 20. 


Wise Joins Buford 


Ronald W. Wise has joined the 
sales force of Buford Brothers, Inc., 
Nashville, Tenn. He formerly rep- 
resented the A. C. Spark Plug Co. 
Buford Bros. is making ‘preparations 
for taking the annual physical inven- 
tory during December. 
















































PRACTICALLY YOUR WAREHOUSE.-- 


WHEN YOU SELL ky ‘ 
THNYOP? 


A COMPLETE stock—black and galvanized, plain steel and Beth-Cu- 
Loy—an order department geared for speed—a shipping department 
that fairly leaps into action—make this warehouse at our Maryland 
plant practically yours. Avail yourself of it when you want pipe in a 
hurry. 


BETHLEHEM STEEL COMPANY 
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¢ Salability + Profit « 
* Policy « 


THIS 6-POINT CERTIFIED Qf DISTRIBUTOR PLAN 
Guarantees ALL 3/ 


|. Full Line 
2. Super-quality 


4. Protection 
5. Good Profit 
6. Sales Aid 


A sound foundation for electrical tool sales and profit. 


3. Economical Price 





Mnnouncing The New 


U. S. MODEL 66 GRINDER 


Belt Drive e@ Adjustable Speed 











70 








Designed to meet the demand for an efficient belt driven grinder 
. . « free from vibration. 

THREE SPEEDS AVAILABLE. Changes in speed are easily and 
speedily accomplished. Correct belt tension can be maintained at 
all times. Patented safety device prevents overspeeding of wheels. 
Motor, built to N.E.M.A. standards, runs on heavy duty ball bear- 
ings. Push button control carries low voltage release and overload 
protection. Patented wheel guards are of boiler plate, adjustable 
type, with permanent exhaust connections. 

Available in 5, 7!/2 and 10 H.P. sizes for 16”, 18”, 20” and 24” 
vitrified and high speed grinding wheels. 

Your industrial jobber will gladly supply further information on the 
NEW U. S. MODEL 66 BELT DRIVE ADJUSTABLE SPEED 
GRINDER and any of the tools in the complete U. S. line of drills, 
grinders, buffers, polishers, and flexible shaft machines. 


DRILLS + BUFFERS - 


THE STANDARD OF QUALITY SINCE 1897 


[ THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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GRINDERS 











| 
| 
| 


George Ryan (right), superintendent of the 


| new Westinghouse mass production motor 


aisle explains to Motor Division Manager 
R. W. Owens (left) and Vice President 


| Ralph Kelly that rotor and stator lamina- 
| tions are punched by ingenious automatic 


presses from each “cookie” like the one 
in his hand, and carried away for assembly 
by a belt conveyor 





| New "Motor Aisle" Speeds 
| Production at Westinghouse 


A new modern motor aisle was re- 
vealed to a group of business paper 


| editors recently at the Westinghouse 


Electric & Mfg. Co., at its East Pitts- 
burgh works. The building which 
houses the motor aisle is 1,454 ft. 
long and will specialize in the 
straight-line production of standard 
industrial-type A.C. motors, ranging 
from 1 to 50 h.p. 

The area used to completely build, 
warehouse, and ship industrial induc- 
tion motors contains 197,000 sq.ft. 
and has such service facilities as 
electric power, compressed air, ven- 
tilation, heat distribution systems, 
fire protection devices and lavatories. 

The design and location of each 
machine tool, bench and conveyor has 
been studied by the layout engineer, 
tool supervisor, time study men, pro- 


| duction scheduling department, the 
| foreman of the department, and the 


| general foreman. 











A banquet speaker at the Central States 
meeting in Chicago November 8 was 
Roger Tewksbury, president of the Ameri- 
can Supply and Machinery Manufacturers’ 





Association and vice-president of Oster 


Mfg. Co. 
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Profit- 
builders! 





K: 


PACKINGS 


Both directly and indirectly, you'll customer good-will that benefits 
find K&M Packings one of your most your other lines as well. 


valuable lines of merchandise. For 








K & M offers you a complete line 


these are packings that have a wide of fast-moving, profitable products. 
acceptance, and they keep steadily Behind them is more than 60 years’ 
on the move. In addition, they have experience with asbestos and mag- 
a favorable effect on your business nesia materials. The line is complete, 
far beyond their immediate impor- priced right, and sold by the right 
tance in terms of dollar volume. people ...sold only through the 


K &M Packings build the type of established channels of distribution. 


Send for information 


Asbestos Air Cellinsulations in sections and blocks ® Wool Felt Pipe Insulations * Asbestos 
Packings and Gaskets ® Asbestos Pipe Insulation in sections ® Asbestos Insulation in sheets 
and blocks ® Asbestos Insulating Cements ® Asbestos Paper and Mill Board. 


Underline the products on which you want full information and mail this coupon today. 








Name of Firm- : a : aires 











Address 


cI KEASBEY & MATTISONSwALY 
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ber 4, in Philadelphia. Mr. Barbee 
had served about 25 years in the 
firm’s Chicago, Philadelphia and At- 
lanta offices. 
The only toggles that work | Started with the company 17 years 
in gypsum or malachite. 
They work instantly in any 
hollow place . . . and in any 
and secure anchorage make 
them first choice of Industry. 
Shown below are just a few 
Paine styles—don't hesitate 


Barbee of Link-Belt 
Dies; New Heads Named 
I. H. Barbee, manager of the Link- 
 o Belt Atlanta plant, died on Novem- 
8 L 
| Succeeding Mr. Barbee at Atlanta 
will be Harold L. Hoefman, who 
position. Their great adapt- 
ability, extreme ease of use 
=the original ? 
: . to write concerning specia 
spring-wing toggle shapes and sizes. 





LAURANCE O. MILLARD GEORGE A. PAIGE 


A style and size for any requirement 


()) 


Style D 
Style A Style B Style C Ovg!, Counter- 
Round Head Square Nut Flat Head sunk Head 





HAROLD L. HOEFMAN PAUL V. WHEELER 


| ago as a draftsman. Since 1923 
Mr. Hoefman has been manager of 
the Link-Belt warehouse and sales 
office in Detroit. 

Replacing Mr. Hoefman as man- 
ager of the Link-Belt warehouse and 





Style H Style X 


Style E Style F : igs 
Button Head N. P. Fillister © N. P. Hexagon Eye Toggle Special Flat sales office in Detroit is George A. 
Cap Nut Cap Nut With Loop End Toggle 


Paige, who, since last year has been 
district sales manager at Pittsburgh. 
S Pp Ke | N G -W | N G or P B O N E - p | E C E Laurence O. Millard takes over Mr. 
. Er Paige’s post as district sales man- 

Z = = ager at Pittsburgh. Since 1923 he 

has been district sales manager at 







The standard 


AA PB ONE-PIECE 
Zz > S The standard Toggle is at- 


spring - wing tached to bolt 










Again for Sullivan 


Mr. W. C. Watkins, better known 
in North and South Carolina as ‘Doc’ 
is again associated with the Sullivan 
interests in Anderson, S. C. Several 


Special Riveted-On Toggles 
SPRING WING PB ONE-PIECE 


Same as standard, except Toggle is riveted 
toggle is riveted to the on to flat end of 
flat end of bolt. Specially bolt. This toggle 


teeele ts at- GR ee Cleveland. Paul V. Wheeler succeeds 
tached to the end of the toggle i P to the job of Cleveland district sales 
Standard bolt with a trunnion nut. heavier than the other, Standard | 
Spring- As bolt is tightened, bolt causing easy pivot to PB | manager. 
win is drawn through trunnion closed position. Half turn One-piece 
Toggle nut, providing a wide of bolt opens toggle for Toggle | 
ee eer = and cut- tightening. Has equa/ | 
ing stoc i +4 +4 
: 2 as segue to — surface on both Watkins Selling 





Riveted designed for heavy duty ideal for heavy years ago ‘Doc’ resigned from Sulli- 
ON in tile, steel ceilings, metal duty service. Hardware C t b Sales 
eae lathe, etc. van Hardware Co., to become Sales 
wing At Teadie Relte Ace Cota Pleted Riveted-ON Manager of Montgomery & Craw- 
Toggle oggie Bolts Are Cadmium Plate Pe a ford, Inc., of Spartanburg, S. C. 


Despite his record of achievements, 
‘Doc’ felt lonely in the office and 


THE PAINE COMPANY sere tor ||| sesvnst forthe open road so that 
Complete could call upon his many friends. The 

Dep't. 7212—2947 Carroll Ave., CHICAGO P ccniiaiie totus & mk tke aes 
79 Barclay Street, NEW YORK PAINE and once again ‘Doc’ is travelling the 
Catalo 
BRANCH OFFICES IN MANY LARGE CITIES 9 


textile industry for Sullivan Hard- 
ware Company whose main office is in 
Anderson, S. C. 
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In Silver Craftsmanship or Tool Craftsmanship 
YEARS OF EXPERIENCE MEAN 


There is no substitute for years of experiencengin 
the craftsmanship that sha 









Conveniently Located Morse Distributor 
Will Give You Prompt Service 


a 
mn © OE R —" EE; TWIST DRILL AND MACHINE CO., NEW BEDFORD, MASS., U. S. A. 
wy _ New York Store Shicago Store 
yy . — 130 LAPATETTS ST. 570 war NANDOLPH ST. 


THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES « SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS -SLEEVES 
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Don't Pull 


Pistons Don’t Pull Punches . 


PUNCHES!! 


.. A hard hitting advertisement 


that is pointing out to 100,000 packing buyers the terrific 
amount of punishment their packing has to take—That is mak- 
ing them realize the worth and quality of BELMONT packings. 
That’s why you’ve got a knockout sales punch in each hand 


when you're selling BELMONT—because BELMONT gives 


sales! 





















BELMONT Ne. 6100 
Construction ... 
High-grade asbes- 
tes yarn, firmly 
braided; each 
strand thereugh- 
ly impregnated 
with a compound 
that is impervi- 


form 6102 fer 
large sizes. 


BELMONT Ne. 12 


Construction .. 
Clesely weven 
cotton sheeting 
™ laid up with rub- 
Pi ber friction. 
~ Stitehed with 
eo Streng linen 

thread. Supplied 
im sizes %” and 
upward. 








The Belmont Folders illustrat. 
ing the major types of packing 
jor cach individual requirement. 
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their distributors the kind of support that means 


Aside from the powerful series of advertisements 





there is the No. 33 catalogue—a complete 
sales story in itself; showing the entire 
BELMONT line, with recommendations 
for every type of service. . . The BEL- 
MONT sample kit—which you should 
always carry with you—that brings BEL- 
MONT quality right to the point of sale. . . 
The BELMONT series of folders, each de- 
voted to a specific service—invaluable aids 
in saving both yours and the buyer’s time. 
.. And to top it all, the BELMONT name, 
backed by a reputation inspired by years 
of leadership in the packing field; bring- 
ing you added prestige . . . added sales! 
Some territories are still open. . . If you’re 
not already a BELMONT distributor write 
today. 

BELMONT Support Helps Distributors’ 
Sales 


There’s a Belmont Packing for Every Service 


Packings 


The Belmont Packing & Rubber Co. 
Butler and Sepviva Sts., Philadelphia, Pa. 
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Here's D. N. Rupert, new purchasing agent 


of Pittsburgh Gage, Pittsburgh. He came 
from the sales department 





New Distributors for 
Wailes Dove-Hermiston 


Julio F. Sorzano, Manager of the 
Industrial Division of Wailes Dove- 
Hermiston Corporation of New York 
City, announces the appointment, as 
distributors of Bitumastic protective 
coatings for industry, of the Lytle En- 
gineering Specialties, Ltd., Montreal, 
Canada; Marshall-Wells Co., Duluth, 
Minn.; A. Y. McDonald Mfg. Co., 
Kansas City and Joplin, Mo., and 
Hutchinson, Kan., and the Simmons 
Hardware Co., Industrial Division, St. 
Louis, Mo. 

No further distributors will be ap- 
pointed, according to Mr. Sorzano, 
until after the first of next year. All 
sales activities of the Wailes Dove- 
Hermiston Corporation for the bal- 
ance of 1937 will be devoted to in- 
tensive sales cooperation with its list 
of distributors, consolidating the dis- 
tributing and marketing position of 
the company and its industrial prod- 
ucts in preparation for next year’s 
business. 


Ferrie Joins Urquhart 


M. J. Ferrie, formerly of the Stand- 
ard Carbon Co., sales department, has 
joined the sales force of Urquhart 
Service, 2162 Market St., Denver, 
Colo., and is covering Arizona and 
New Mexico. M. B. Urquhart, presi- 
dent of the firm, has been in the 
Northwest and Utah districts stimu- 
lating fall business. The firm re- 
cently added insulating varnishes of 
the John C. Dolph Co., to their stock. 


Avery Co. Adds New Line 


The O. B. Avery Co., St. Louis, Mo., 
has been appointed distributors of 
the Broderick & Bascom line of wire 
rope in Southern Illinois and Eastern 
Missouri. A complete stock of most 
B&B ropes will be carried. 








% 





W usen you sell a bronze 


bar you are selling your custo- 


mer the least expensive part of 


an operation entailing costly 





labor. The price of the bar is 
far less important than the cost 
of making use of it. That is why 
a Bunting Bar is made of Bear- 
ing Bronze, cast 13” long, fac- 
tory machined and centered, 
with smooth cast bores not 


broached nor glazed. 





Te Bunting wholesaler profits by rendering a 


comprehensive money-saving service to all industries 












in his market through the distribution of Bunting 
Bearing Bronze Machined and Centered Cored and 


= = Fe = Ge 


Solid Bars, Bunting Bronze Standardized Bearings, 
Bunting Electrical Motor Replacement Bearings and 
Bunting Babbitt Metals . . . The Bunting Brass & 
Bronze Company, Toledo, Ohio. Branches and Ware- 
houses in All Principal Cities. 


| 


The big Bunting cata- BUN { ING > 


log is a reference book 








} in constant daily use in | BRONZE BUSHINGS - BEARINGS 
ef thousands and thou- _ MACHINED AND CENTERED BRONZE BARS 

1 sands cf factories and BABBITT METALS 

‘ shops. 
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TRIMO’S WRITTEN GUARANTEE 


Will Stimulate 


AN IMMEDIATE VOLUME OF 
NEW BUSINESS FOR YOU 


All you need do is suggest that your 
salesmen tie in with Trimo advertis- 
ing which is carrying the news of 
Trimo’s Guarantee to many indus- 
ses. ws 

They can tell their customers that 
Trimo is the only pipe wrench on the 
market which offers: 


The extra strength of 
100% drop forged alloy 
safety steels. 


A Guarantee which covers 
the whole wrench. 


Made to U.S. Government 
“Heavy Duty” Pipe Wrench 
specifications 


Yet Trimo costs no more 
than ordinary tools. 


Use these facts and enjoy a 
profitable increase in your vol- 
ume of pipe wrench business. 


EVERY PART OF THIS 


“TRIMO-ALLOY’ 


PIPE WR 
JAWS -FRAME- HANDLE, AnD NUT IS 


ANY BREAK DUE TO pita g 
MATERIAL WILL BE REPLACED 


TRIMONT MFO. CO. 
SOsTON mASS v Sa 


TRIMONT MFG. CO., INC. 
Roxbury (Boston), 


TRIMO 


GUARANTEES THE WHOLE WRENCH 
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Endres Chicago Representative 
For Billings & Spencer Co. 
Dorsey Endres, recently joined the 
Billings & Spencer Co. of Hartford, 
Conn., as their direct factory repre- 


DORSEY ENDRES 


sentative in the Chicago territory. Mr. 
Endres was formerly connected with 
a large manufacturing and distrib- 
uting company and traveled in the 
Pacific Northwest and Chicago area. 
Because of Mr. Endres’ merchan- 
dising and selling experience, he is 
well qualified to assist industrial dis- 
tributors and their salesmen in their 
marketing and selling problems. 


Schlafer Interested in 
Paper Mill Specialties 


The Schlafer Supply Co., Appleton, 
Wis., is interested in adding several 
paper mill specialties to their line of 
industrial equipment used in the pa- 
per mill industry. 

Companies manufacturing specialty 
items in the paper mill industry 
should communicate with K. M. Hau- 
gen, sales manager of Schlafer. 


Schramm Completes 
Large Factory Addition 


Schramm, Inc., manufacturers of 
air compressors, West Chester, Pa., 
recently completed a new 25,000 sq.ft. 


factory addition, to mark their 37th 
anniversary. 

The new addition is located directly 
next to their present three-story 
structure, where the company has 
been doing business for twenty years. 





HELPING GOOD MECHANICS DO BETTER WORK 


CASH IN 
ON OUR 
ADVERTISING 


4 x Bees Tus Black & Decker advertisement 
> gig on Screw Drivers is “calling” on your 
2m, . ig 


’ prospects through the December issues 
, ' of Factory Management & Mainte- 


nance, Mill & Factory, Modern Ma- 
. chine Shop, and American Machinist. 
4 ; 3 4 : Tie-up by demonstrating Black & 

, Decker Screw Drivers and Nut Run- 
ners this month! The Black & Decker 
Mfg. Co., 717 Pennsylvania Avenue, 
Towson, Maryland. 








“ee Pts a ee 


Vier 


age oC 


RRs. ES. 








} 
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World's Las 





VESl 


‘ 


Manufacturer of 








HOLO-KROME 
have the kind of 
a Sales Policy 


you wont.... 


100% 
DISTRIBUTOR 
Distribution 


78 


HOLO-KROME Socket Screw Wrench Set No. 22 


INTERCHANGEABILITY OF HOLO-KROME WRENCHES 









No. 22 


Socket Screw 
WRENCH 
SET 


0A. hvays looking ahead to new 
and larger markets for Holo-Krome 
Distributors—opening the doors to 
increased sales and _profit—Holo- 
Krome again ‘Leads the Field” 
with the new No. 22 Socket Screw 
Wrench Set, a companion for the 
No. 33 one of many fea- 


sons why progressive distributors 


“Swing to Holo-Krome.”’ 


THE HOLO-KROME SCREW CORP. 


HARTFORD CONN. 
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R. M. Thaxton, packing specialist for Johns- 

Manville, has little trouble keeping visitors 

to the purchasing agents’ show in Syracuse 

interested in his product according to this 
picture 


Riechman-Crosby Exhibit 
At Industrial Light Show 


The latest types of industrial light- 
ing equipment and electrical supplies 
were exhibited by the Riechman-Cros- 
by Co., Memphis, Tenn., November 8, 
at the Claridge Hotel at the Indus- 
trial Lighting Show, which was spon- 
sored by the Memphis Power & Light 
Co., and the Memphis Electric League. 

Featured in the exhibit were: Bull 
Dog switches, Allen-Bradley motor 
starters, Economy fuses, Indicator 
fuses, Birdseye lamps, Curtis fixtures, 
Westinghouse lamps, Wheeler reflec- 
tors. Display boards of electrical wir- 
ing materials were also shown. 

Harold Wright, manager of the 
electrical department of the Riech- 
man-Crosby Co., was in charge of 
their exhibit. J. J. Clarke, represent- 
ative of the Birdseye Electric Co., 
Gloucester, Mass., and L. K. Black, 
representative of the Wheeler Reflec- 
tor Co., were also on hand. 

A large attendance of electrical 
contractors and engineers, and repre- 
sentatives of industrial firms were 
present. 





Straightening out orders is only one of the 

many jobs that falls his way in a day's work 

says Clifford Sears, branch manager of the 
R. C. Neal Co.'s Rochester, N. Y. store 
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easily and resell themselves 


“HALLOWELL"” 
STEEL WORK BENCHES 


“HALLOWELL" 
STEEL STOOLS and CHAIRS 


aR 





Fig. 1334 

Pat'd and Pat's Pend'g 

Fig. 732 Applied 
Hallowell’ Steel Work Bench has a shelf below Hallowell’ Steel Stools and Chairs have be- 
for additional convenience. Strong, rigid, with one come most popular because being welded 
piece steel top, smooth as a surface plate, easy to throughout they never get rickety and wobbly as 
keep clean. Shipped from stock, knocked down. riveted stools and chairs do—Get our Bulletin 
Drawer is extra. 506. 





yt “HALLOWELL” STEEL TRUCKS 


NU 


CAP 
SCREWS 


Patents Pending 

















Fig. 754 Pat. 


Applied For 


UNBRAKo 


illustrated is a ‘‘Hallowell’’ Steel Floor 
Truck, non-tilting type—one of the many 
styles we make. Chassis is a welded unit 
of steel. There’s nothing to work loose 





and repair, so, cost of maintenance is 
ee... aie practically eliminated. Write for Catalog. 
Knurled ‘“Unbrako" 


“HALLOWELL” 







Socket Head Cap Screws 





—All mechanics use their STEEL 
fingers driving Screws. 
Knuris gear fingers to TOOL STANDS 
Fig. 232 

head; fingers, therefore, 

have better purchase, Moves easily 
**Unbrako” Hollow Set drive faster and further. 2 
Screws stand up under Pliers bite the Knurlead Wherever it’s 
punishment that wrecks “Unbrako”, but slip on needed; a handy 
other screws. Made of alloy Smooth Heads. stand to have. 
steel, heat treated: there- Ask how we lock the Made in a varie- 
fore, tough yet hard, so Knurled ‘‘Unbrako”’ 
points don’t mushroom, hex when countersunk — it's ty of types for 


doesn’t round. an exclusive feature. all purposes, 


WRITE FOR CATALOGS 


Fig. 705 








See advertisement on page 106 for other Standard Profit Producers | 





STANDARD PrREssSED STEEL Co. 


BRANCHES 


JENKINTOWN, PENNA. BRANCHES 
— CHICAGO 
aaaaariovnnapl ST. Louis 
INDIANAPOLIS Box 519 


SAN FRANCISCO 
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C. E. Coleman, left, sales manager of the 

Wiley-Hughes Supply Co., Trenton, N. J. 

and George F. Dawson, of the Link-Belt Co., 

Phila., are pretty optimistic about future 

industrial supply business according to this 
picture 


Republic Steel Names 
Five New Distributors 


N. J. Clark, vice-president in 
charge of sales of the Republic Steel 
Corp., Cleveland, announced recently 
the appointment of five new distrib- 
utors of Republic tubular products; 
They are: Bomar Gross, Inc., Jamaica, 
N. Y.; Drake Supply Co., Los An- 
geles; Iowa Machinery & Supply Co., 
Des Moines; Wilkins Pipe & Supply 
Co., Peoria, Ill., and Woodmanse Mfg. 
Co., Freeport, Ill. 


Atlas Press Increases Space 


Additional floor space of about 15,- 


000 sq. ft. was recently added to the 
plant of the Atlas Press Co., in 
Kalamazoo, Mich. The new floors are 


being used to increase production of 
the company’s bench lathes, shapers, 
drill presses and arbor presses. 





|. B. Kester, 
Machinery Co., 
right up to show that this pavement breaker 
can do the job well with the 
behind it 


vice-president of the Kester 
Winston Salem, N. C. steps 


right man 








MAKE MONEY 
WITH 
KABLE KORD 


Sells steadily. Sells fast. 
The only belt of its kind 
in the world. Ask for 
free details about the 
money-making Kable 
Kord franchise. Today 


—no obligation. 





Gilmer KABLE KORD 


Ki. KORD works harder, longer. No other flat belt’s like 






it. Belt engineers, who make only belts, build Kable Kord 
tough. Its unique, two-in-one construction delivers maximum 
power per square-inch. Pulling cords, plus contactor cords, 
welded into a sturdy, pliable unit, give Kable Kord greater flexi- 
bility and much more brute strength. It hugs flat pulleys with a 
can’t-slip grip that stops power waste, cuts operating costs, and 


saves time, trouble, and plenty of money. 


L. H. GILMER COMPANY, Tacony, Philadelphia 
THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS 
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This No. 909 Heavy Duty Disc Sander 
actually is ihe most powerful high 
speed 9-inch sander ever developed, 
and you can safely recommend it as 
the finest of its kind. Don't hesitate 
to suggest it for polishing, grinding, 
or for cleaning with wire cup brushes, 
as well as for sanding. 
different uses. 


It has many 


Demonstrate it to your customers and 
point out its enclosed fan-cooled 








motor, its rugged construction, its 
smooth, quiet operation and its many 
improved features. Let them try to 
stall this powerful sander or to slow 
it down appreciably. It will impress 
them all and sell a lot of them. 


Bear down on the sales and watch it 
pull up your profits. Write for fur- 
ther details on this new sander; also 
on the sensational 'Dyno-Mite” light- 
weight electric drill and other fine 
power tools in the Millers Falls line. 


MILLERS FALLS COMPANY, Greenfield, Mass. 
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The second of three generations in the 
supply business, Walter S. Mills, president, 
H. W. Mills & Co., Paterson, N. J., has 
delegated responsibility for operation of 
the company's Passaic and Paterson stores 
to his two sons, Herbert F. and Robert A. 


Mills, respectively. The founder of the 
firm, H. W. Mills, is remembered by the 
excellent picture on the wall behind W. S. 


New Huller Knife 
Developed by Distributor 


To develop a knife, which would 
retain a cutting edge without the 
necessity of weekly changes, prompted 
|the Riechman-Crosby Co., Memphis, 
Tenn., to seek a method to manufac- 
ture a knife with a hardened edge, 
soft center, and with a_ sufficient 
depth of hardness on the cutting edge 
to insure longer service and improved 
absorption. 

“It took several years for us to de- 
velop a knife which has a considerable 
depth of edge, which extends to only 
the wearing or cutting part, leaving 
the body and center soft and pliable 
to prevent breaking and tearing up 
cylinders, also mild enough to with- 
stand bolts and ball-bearings,” ex- 
plained J. A. Riechman, president. 

The new huller knife is manufac- 
tured for Riechman-Crosby Co. by 
one of the oldest manufacturers of 
edged tools in the United States. 











| Howard Lane (right), of Goulds Pumps, is 
| deep in the explanation of his company’s 
| products to an interested visitor at the pur- 


| chasing agents’ show in Syracuse 

















PLAN uw FOR 
guatern PROFITS 


SELL THIS 





MACHINED 


Inside 


DIAMETER 





complete 


LINE 


IN 1938 


e Consider these two important factors in connection 
with a Bearing Bronze Franchise for your territory. 
First — are you offering a line that is preferred among 
your customers? Second —is your margin of profit 
ample and sufficient to meet your costs? 

With a Johnson Bronze Franchise you not only offer 
the highest quality bronze available — but you offer a 
bearing service that is complete in every detail. Regard- 
less of what your customer may require — bearings 
bushings or bars — you have the size— and the quan- 
tity immediately at hand. This includes Johnson 
UNIVERSAL Bronze Bars — over 350 Sizes; Johnson 
General Purpose Bearings — over 800 Sizes; Johnson 
Electric Motor Bearings — for every well known motor 
—and Johnson Graphited Bearings — over 200 Sizes. 

As a Johnson Distributor you will enjoy a greater 
margin of profit than with any other line. At the same 
time, you offer a higher quality product that is always 
competitive — and often lower in price than any other 
brand. 

Why not plan now for PROFITS in 1938? A Johnson 
Bronze Franchise is your first step. 


MILL SUPPLIES © DECEMBER 1937 


JOHNSON BRONZE CoO. 


535 SOUTH MILL ST. NEW CASTLE, PA, 
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SYVTRON 


OFFERS A COMPLETE LINE 





“Labor Saving" 


ELECTRIC 
TOOLS 





ELECTRIC HAMMERS 


For Drilling Concrete 
In Factory Maintenance 





ELECTRIC SAWS 


For Cutting Lumber — 
Brick — Tile — Etc. 





ELECTRIC DRILLS 
From 14” to 14” Sizes 
Prices From $18.00 Up 





PORTABLE GRINDERS 


4” and 6” Models 
For Rough and Fine Grinding 





SCREW DRIVERS and NUTTERS 


7 Different Models 
For High Speed Production 





PORTABLE DISC SANDERS 


7” and 9” Sizes 
For Fine Wood and Metal Finish 
ALSO 


CONCRETE VIBRATORS 


Internal and External Types 


Write for new Tool Catalogue 


SYNTRON CO., P.0.Box‘‘D’’ 


HOMER CITY, PA. 
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Here's the shipping and packing room of 
the R. C. Duncan Co., Minneapolis, Minn., 
showing the new assembly bins that have 
just been installed. The partitions are mov- 
able so that the size of each assembly 
section is flexible and can be arranged ac- 
cording to the size of the order 


Hagar New Field 
Head for Billings 





The Billings & Spencer Co. of Hart- 


ford, Conn., has appointed Jack Ha- 
gar, field supervisor for the merchan- 
dise tool division. 

Jack is well known in the industrial 
supply field, particularly in the South- 
west, Midwest and East. His training 
and experience, covering fourteen 


JACK HAGAR 


years as a manufacturers’ representa- 
tive and five years as an industrial 
distributor places him in a position to 
see that the Billings policy, selling 








through industrial distributors, is car- | 


ried out. 

Billings’ merchandise tool sales or- 
ganization, which has been steadily 
built up, now consists of eleven field 


representatives. The field supervision 


of these men is a part of Mr. Hagar’s | 
| duties; 


in addition he will work with 


| and through industrial distributors. 
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“We just installed one of your 
Fig. 562 Worm Drive Deep 
Well Pumps. This is the fin- 


est running pump that we 


have ever used. We have 
been in the pump business 
for the past thirty years and 
have installed a great many 
makes but nothing as quiet 
as this.” 


NOTE: For obvious reasons 
the identity of the writer is withheld 
but will be furnished upon request. 


FIG. 562 “WORM DRIVE” 
FOR DEEP WELLS 


Capacities: 105 to 1140 
gallons per hour... 
QUIET operation (so 
quiet you can’t hear it 
run)... All working parts 
fully enclosed and flood- 
ed continuously in a bath 
of oil...Hardened 
steel worm. 
Phosphor 
bronze 
worm gear. 
Ball Bear- 
ings on 
crankshaft 









features 
help make 
Fig. 562 a 
“bestseller.” 


THE DEMING COMPANY 


SALEMe OHIO 
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ABRASIVES 


Armour’s Alundum 
and Garalun (alu- 
minum oxide) on 
cloth or paper 
backing in stand- 
ard sizes for all 
wood and metal 
working uses re- 
quiring a hard, 
even-cutting, long- 
lasting abrasive. 


ARMOUR ay PAPER WORKS 


1s55Ww ost STREET 
CHICAGO 

















CRT 50 Se Vanes: 


- Wists 1% 
3 ‘in E TH 


ROLL 









Economy Rolls that Assure Faster, 
Cleaner Metal Finishing 


Armour’s Electrocoated Alundum (aluminum oxide) econ- 
omy rolls offer the “plus’’ quality your customers expect. 
They are fast-cutting, clean-cutting, long-lasting, because 
they are Electrocoated. Coated by the electrostatic process _ 
each particular abrasive grain acquiresanelectrical charge (suis! 
and is pulled through the static field by thousands of volts of OLD Set (2 es: 
power and is embedded on end in glue applied to the back- Cos Seer ee ee 

ing. The same process arranges abrasive grains at equal 

minute distances apart. The result is an abrasive product 
that delivers results your customers have looked for, but 
never got! 

Armour's Electrocoated Alundum is also available in 
sheets and rolls in all standard sizes or to specifications. 
Here, Mr. Supply Dealer, is a product that will repeat again 
and again! Write for samples and prices. NEW siairesive product, showing evenly 

mased, Des t cutting edges. Batecood 











ARMOUR SAND PAPER WORKS 


Division of ARMOUR 4xd COMPANY 


GENERAL OFF i1Ges: CHICAGO 
cks Distributed from branches in following cities 
BOSTON NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C CINCINNATI 
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BACON! 





by selling 
ROPER PUMPS 


You are selling hundreds of plants 
in your vicinity regularly on indus- 
trial equipment and supplies. The 
majority of these plants have im- 
portant uses for one or several of 
the many different types of 
Roper pumps. You have the 
contacts. 


Under our distributor plan your 
customer can do a real selling 
job. No fuss. No feathers. We 
have a simple effective way of 
providing your staff with all the 
sales knowledge they require to 
build profits for you on Roper 
pumps. 
A Modern Distributor Policy 


Write for our plan, which includes real 
protection and very definite engineer- 
ing, sales and advertising assistance 
for distributors and their salesmen. 


GEO. D. ROPER CORP. 
ROCKFORD, ILLINOIS 


ROPER 


EE 


EE 
— ee 
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The first floor of the new warehouse of J. Russell & Co., Holyoke, Mass., has this spacious 
loading platform and storage space in the rear as well as a freight elevator on the right 








Mid-Year Meetings 


(Continued on page 21) 








| been attracted to this field,” said 


Carl A. Channon in discussing the 
dangers in the manufacturer’s in- 
discriminate fostering of additional 


| outlets. “Incomplete new units are 


constantly disturbing the orderly 
effort of your qualified outlets.” 
“Additional outlets do not neces- 
sarily mean additional sales. The 
potentials in any trading area are 
just so much. When there are not 


| enough distributors to go around 


and certain manufacturers elect to 


| create a distributor out of what 


material there is at hand. . . it 
establishes a precedent that is fol- 
lowed by many. The result is event- 
ually too much distribution for not 
enough potential. The effect is 
. all outlets are weakened 
. all are compelled to resort 
to the old ‘dog-eat-dog-and-survival- 
of-the-fittest’ heresy. 

“This whole problem is one of 


| fine balance and will take all the 


patience and courage of both manu- 


| facturers and distributors if it is 


| to be solved. 


It can only be solved 


| on the basic yardstick of supply and 
| demand and a fine spirit of give 


and take.” 


COOPERATION 
“I believe implicitly in selective 
distribution,” declared H. F. Sey- 
mour in analyzing factors that help 
bring distributor and manufacturer 
into closer and more profitable har- 


| mony. He cited an instance wherein 
| “out of the 1,400 outlets that a 


certain manufacturer had, he found 
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138 of them were doing 65 per 
cent of the selling, and 102 were 
doing an additional 20 per cent; 
leaving only 15 per cent of the 
sales to the remaining 1159 outlets. 
By limiting outlets in a given area 
and by giving a distributor protec- 
tion within that area, a manufac- 
turer has a right to expect selling 
effort by those distributors. 
“There is a great difference of 
opinion as to who is responsible 
for maintaining resale prices. My 
feeling is that it is up to the man- 
ufacturer. He must set his sched- 
ule and then defend it. If a dis- 
tributor deliberately cuts a price, 
withdraw your price to him. 
“Assuming that a manufacturer 
does his fair share, what is the 
obligation of a distributor? A good 
buying policy is not all. He should 
uphold his part of what might be 
considered a contractural arrange- 





R. Kennedy Hanson, Commissioner, Electric 
Tool Institute, a Chicago speaker 
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® When you call upon a prospective cus- 
tomer, and don’t get an order the first 
time out, do you quit with the remark, 
“Oh, well, my method of selling won’t 
ever land that bird”? Of course, you 
don’t. You keep right on plugging away 
until you carry away an order for a 
couple of dozen cotter pins, or some- 
thing. And, you feel that you’re “in” at 
last! 


A long time ago quite a lot of men 
figured industrial advertising the same 


TRADE MARK REG 
$0 READE ST. NEW YORK 
6515 SECOND BLVD. DETROIT 
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9 NORTH JEFFERSON ST. CHICAGO 


f long years’ standing. 


This advertisement is 
scheduled to appear in 
the following publica- 
American Ma- 
chinist, December 1; 
The Iron Age, Decem- 
ber 9; Steel (2 colors), 
December 20; Mill & 


tions: 


Factory, December; 

m Machinery, December; 
none Modern Machine 
Shop, December; 


Western Machinery & 
Steel World, Decem- 


ecco 
anne st san Fee ber 
we veames 6 ase - 


way. If a single advertisement didn’t 
produce a flood of orders, either the ad- 
vertisement was all wet, or something 
was radically wrong with advertising. 
Fortunately, the modern mill supply 
salesman has a keen appreciation of the 
backing given him by the advertising 
campaigns of his manufacturers. 


The advertising of this Company always 
has been designed to act as an “Assistant 
Salesman” for the salesmen of “Cleve- 
land” Distributors. 
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49" STREET 
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FF AND FOREIGN COUNTRIES 


654 


LONDON - FE. P. BARRUS, LTD 35° 36 37 UPPER THAMES ST_F.4 
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YOU RECEIVE 
YOUR COPY 
OF THE NEW 








Comptete LINEAPM Catatoc 
OF PACKINGS FOR EVERY INDUSTRIAL PURPOSE 


A text book of valuable information for you and your salesmen, arranged for easy 
reference. Detailed recommendation charts. Estimating tables for every item listed, 
with weights, footage and standard package detail. Then there are the carefully 
selected technical data tables, so useful in every day business calculations. You have 
use for this book, ask for your copy today. 

Tacony ‘ 


« 
4 c inear Packing & Rubber Co Inc.*** 
STEEL 


HERCULES icsoinncs CHAIN 
25% Stronger’ 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld om the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from *¢"' (safe working load 
1,100 lbs.) to 4%” (s.w.|1. 
12,500 Ibs.) 





















WHERE STRENGTH 
IS VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 
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Keynote speaker at the gala evening ban- 
quet was F. W. Copeland, H. Channon Co., 
Chicago, whose reelection to a second 
presidential term was announced at the 
morning meeting 


ment, whether written or unwrit- 


ten. Loyalty is another way of ex- 
pressing it.” 


MILLER-TYDINGS 


“Two important provisions are 
uniformly contained in all state 
fair trade acts,” stated Herman S. 
Waller. “Namely, they are: right 
of the owner of a trade marked 
product to enter into a contract 
providing for a minimum resale 
price, and the application of such 
provision to those who did not sign 
such contract but who, nevertheless, 
undertake to distribute such prod- 
ucts which are included in a fair 
trade contract. 

“That you people have a price 
stabilization problem is apparent 
to me by the many instances called 
to my attention by your President, 
Mr. Copeland; and by the refer- 


| ences I came across while reading 
| periodicals touching your industry. 


The question is, how many of you 
have the courage and are sincerely 
desirous of taking the necessary 
measures to solve the problem and 
in what manner? 

“The method of invoking the 
provisions of the state fair trade 
acts is simpler than you may an- 
ticipate. All one really needs to 
do is to declare a price stabiliza- 
tion fair trade policy, reduce it to 
writing, announce it to the trade, 
then honestly and sincerely take 
advantage of the legal means af- 
forded to assist in the enforcement 
and perpetuation of the policy. 

“The procedure for enforcement 
of fair trade contracts is compara- 


























. .. that's what buyers say when they examine the new Parker-Kalon Cold- 
forged Socket Screws. These new Screws have set a higher standard of quality 
that wins the unqualified approval of engineers and production men. 















There are good reasons for the excellence of these new Screws. They are 
the result of more than two years of intensive research and development 
work ... and the unequalled Parker-Kalon Laboratory facilities for securing 
and controlling the strength, precision and other essential qualities of socket 
screws. 


Send for free samples of the type you use, and descriptive folder. The product 
will speak for itself. 


PARKER-KALON CORPORATION, 192 Varick Street, New York 
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VASE seine ties 
FOR DISTRIBUTORS 


1 Castings from our 


& N own foundry. 
a 
R\S SS Buttress Thread on screw— 
&, we 50% stronger than square 
S “Sy thread. 
SS Sy» 3 Extra Metal that prevents breakage 
RS at this point. 
gy? 4 Swivel Base locks in any position. Two 
aS fingers will tighten it—two men can’t move it. 


That long. heavy Horn gives the front jaw the necessary 
support and added rigidity. 









SELL ATHOL 
Sold only through recog- 
nized distributors with a re- 
sale policy that guarantees 
you a fair profit. 


WRITE FOR CATALOG 38X 















COFFING 
HOISTS.. 


INSURES 
SATISFACTION 


Coffing Hoists are precision-built and 
constructed to stand abuse. Rail- 
roads, oil fields, mines, utilities, con- 
tractors, machine shops, municipali- 
ties, factories of all kinds—all offer 
prospects for hoists that are simple, 
easy to operate, and do not require 
expensive maintenance and repair— 
such hoists are Coffing built! 






Electric 
Hoist 


eee Ree eee eee eee ee 


The possibilities for increased sales 
volume are unlimited with Coffing 
Hoists. They have wide acceptance 
in industrials all over the country 
because of their reliable, unfailing 
performance. They are low priced, 
therefore, within reach of all. Build 
up your hoist business with Coffing 
Hoists. You'll make more money! 


COFFING HOIST COMPANY 


Danville Illinois 


COFFING “tic.” HOISTS 


SPUR GEAR @ RATCHET LEVER @ ELECTRIC Ratchet Lever Hoist 
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tively simple. Most manufacturers, 
particularly in our own (drug) in- 
dustry proceed by way of a suit 
in equity for an injunction to re- 
strain the continuance of the viola- 
tion of the contract. First, because 
of its certainty and comparative 
ease of securing, and second be- 
cause of the far reaching effect and 
consequences of future violations.” 

Q. How many drug manufactur- 
ers have entered into contracts? 

A. In Illinois, 161; in California, 
where fair trade legislation origi- 
nated, more than 400. 

Q. How expensive is it for a 
manufacturer with a small volume 
to enter into fair trade agreements? 

A. All you have to do is put it in 
writing and announce it to the 
trade. If you are afflicted with 
many chiselers, enforcement at first 
will be costly, but as soon as these 
have been taught their lesson, their 
number becomes less. 

Q. With two competing manu- 
facturers in the same line, does one 
have an advantage if the other 
elects to enter into fair trade con- 
tracts? 

A. If competition means any- 
thing at all, the manufacturer who 
“goes fair trade” will win the dis- 
tributor’s good will and the other 
manufacturer will soon follow the 
former’s example. 

Q. If a manufacturer and I sign 
a contract and I am told verbally 
by others that he is violating the 
contract, what is the procedure? 

A. Go to the manufacturer and 
disclose the condition. There are 
six enforcement methods of varying 
degrees of drasticness available. 
Use any one of these six methods 





Inventory control, perpetual vs. count 
method, was illuminatingly discussed by 
H. L. Roush, H. Channon Co., Chicago 
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GOOD PROFITS 


with a 





GOOD PRODUCT 


MAUREY 


STEEL 


V-PULLEYS 











CROSS 
SECTION 
TYPE 
No. 3 
ALL-STEEL 
V-PULLEYS 
6 in. and larger 


TYPE-No. 3 






























Maurey is the world's largest 
manufacturer of single-groove Steel 
V-Pulleys. Maurey places all its 
resources back of the distributors 
of its product. These are author- 
ized Mill Supply Dealers. These 
dealers have no hesitancy in rec- 
ommending Maurey Pulleys be- 
cause their superior qualities of 
design and manufacture are self- 
evident. 


Maurey Pulleys are making good 
profits for many alert distributors 
all through the country. You too 
can become one of this rapidly 
growing number who sell under the 
Maurey policy of full protection in 
each sales territory. 


We invite you to ask for further 
details. 





MAUREY 
MANUFACTURING 
CORP. 


2907-15 SO. WABASH AVE. 
CHICAGO, ILLINOIS 
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| C. H. Bradley, president of W. J. Holliday 


& Co., Indianapolis, had for his topic, "'Sell- 
ing Management to Our Employes” 


or invoke the provisions of 
Robinson-Patman Act. 

Q. What is best for the manufac- 
turer to do, start with one state 


the 





when making his first agreements, | 


or try to start with all? 

A. The manufacturer should pro- 
tect his distributors in all 
states having fair trade laws. 

Q. I am registered under 
laws of Delaware, 
those of Illinois. Do my 
have any standing there? 

A. It is the same as if a distrib- 
utor of yours in Illinois would not 


the 


Illinois 


the | 


but not under | 


pay his bill and you were forced | 


to sue him. 
recourse to the Federal courts. 

Q. Should agreements be signed 
if one already enjoys a happy rela- 
tionship with his distributors? 

A. An ounce of 
worth a pound of cure. 








Inventory Control 


(Continued from page 30) 








same as in 
except that the order-invoice sys- 
tem is not used, it being necessary 
to retype the order to make the 
customer’s invoice. The volume of 
work and lines of merchandise are 
comparable. 


PLANT NO. 6 

This company does a substantial 
volume in mill supplies. No inven- 
tory records are maintained on 
supply items, but a large volume 
of business is done through a steel 
warehouse for which an inventory 
record of about 4,000 cards is kept 
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In addition, you have | 


prevention is 





“WE SHOULD 

CAPITALIZE ON 

ARRO'S CUSTOMER 
ACCEPTANCE” 


@ Arro expansion bolts 
complete another “big- 
gest year in Arro his- 
tory.” Customer prefer- 
ence has kept Arro sales 
swinging steadily up- 
ward. The originators of 
cadmium plated expan- 
sion bolts and toggle 
bolts continue to earn 
customer preference by 





| maintaining uniformly 


high standards of ma- 


terials and workman- 


_ ship. 


the preceding plant, | 


| 
| 


Decide now to capitalize 
on Arro’s customer 
acceptance. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Originators of Cadmium Plated Expansion Bolts 





REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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You Sell 
When You Tell 


ALL THE BENEFITS 
OF YOUR PRODUCT 











Check this fact with your own experience: 


Sales are more easily made when you know and tell prospects all the 
features of your product — plus all the benefits and advantages it will 
give them. 


Here, for instance, are the advantages and economies which Medart 
V-Belt Drives will assure your customers: 


Reduced belt expense .. . Greater economy... Longer life . . . More ef- 
fective transmission of power . .. Maintenance of proper belt tension and 
extreme flexibility result in a more uniform drive— and positive speeds... 
No vibration — both driving and driven machines run more smoothly .. . 
Especially adaptable to extremely short centers. 


Sheaves furnished with any number of grooves —all pitch diameters. 


Prompt service on stock or special requirements —plus the VALUE of a 
definite black-on-white Distributor Policy that means what it says. 


THE MEDART COMPANY, General Offices and Works: 3514 De Kalb St.; St. Louis, Mo. 
Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, 
Pittsburgh, New Orleans, San Francisco, Denver, Charlotte, Birmingham, Milwaukee, 


Detroit, Los Angeles, Atlanta, Grand Rapids, Indianapolis, Dallas, Minneapolis, Kansas City. 


MEDART > 











Everything IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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y, inc 
LAMINATED SHIM compar 


HIM STOCK 


Every repair shop, tool-room, service and maintenance department, uses shim stock 
daily. You can get—from one supply source—a complete line of shim stock to meet 
all ordinary requirements; with the special features that have built up sales on shim 
stock to a profitable demand! For example, this ROLLED SHIM STOCK in handy 
cartons Thin brass or steel in precision thicknesses of .001"’ to .015"’. Saves time, 
trouble, and prevents waste——and gives you a larger unit of sale. 


TAMINUM prass sHim stock 


The acceptance built up for Laminum shims as standard equipment on production 
machines everywhere, makes Laminum shim stock a sure, active, big-profit seller. 
Simply P-E-E-L-S for precision adjustment... right at the job! No filing or machining. 
Choice of .002” or .003" laminations. Sold in 6 x 36" sheets or 2°'x 9” strips. 


ARBOR SPACERS—PACKAGED 


Convenience itself! No spacers to mislay or waste. All handily packed 10 to an 
envelope in thicknesses .00!" to .020". Or assorted thicknesses in envelopes of 20. 


LAMINATED SHIM COMPANY, INC. 


21-40 44th AVENUE ° LONG ISLAND CITY, N. Y. 








BIGGER PROFIT 
- in Shim 
Stock. . 


METAL DISPENSING RACK 
FREE with assortments of 
5 shim stock cartons (your 
choice) and 3 assortments 
of 2° « 9" Laminum shim 
stock strips. 

928 











extra values 
at standard prices 


;} VERY Kennedy Valve type has extra 
values which you can offer your 
customers at no extra cost to them 
or to you. For example, Kennedy Iron 


ee ae Body Valves are made of metal which 
line of iron is 50 per cent stronger than ordinary 
pees ose rast i Kenned ati I 
De waleen cast iron. Kennedy operating mechan- 
ter ah stand. isms, bodies and bonnets, stuffing boxes, 
a require- . 

ments. Also ete., all have special features that pro- 
cast iron, mal- vide longer life and lower maintenance 
leable iron and > . , 

bronze pipe fit- cost. Kennedy Extra-Value Valves are 


tings. sold only through supply houses and at 


standard market prices. Write for com- 
plete information. 


The Kennedy Valve Mfg. Co., 
Elmira, N. Y. 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 


alves 
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on Kardex equipment. All pur- 
chases and sales of steel are re- 
corded on these cards following a 
routine very similar to that above 
described. Replenishment of stock 
of mill supplies depends upon the 
activity of the purchasing depart- 
ment with the aid of daily records 
showing all items picked up and 
back-ordered. However, they expect 
to install a perpetual inventory sys- 
tem similar to that of the steel de- 
partment. If it is a good system 
for steel, it should be equally good 
for mill supplies. 


PLANT NO. 7 

A visible inventory card system 
on Kardex equipment is used here. 
Approximately, 30,000 cards are 
maintained. Sales are entered on 
the cards after delivery has been 
made. The purchases are entered 
at the time order is made up and 
receipts are added to the balance 
in stock currently. The procedure 
and the card is similar to Plant No. 
4. An order-invoice form is used 
here, also, and a tabulating system 
is employed for analyzing sales by 
products, by salesmen and by custo- 
mers, and for general accounting. 


PLANT NO. 8 


An inventory of about seventeen 
thousand items is kept on Kardex 
cards. This company handles about 
250 orders a day, exclusive of steel 
warehouse and large equipment 
items. Three inventory clerks keep 
the card records. Two cards for 
each item are placed in the files fac- 
ing each other. Shipments are 
entered on the disbursements card 
from the charge sheets after de- 
livery, similar to procedure previ- 
ously described. There is also space 
provided for the entry of direct 
shipments which may be made, and 
this is added to the total so that 
total sales for the year can be ac- 
cumulated in the next column. The 
top card serves as a purchase rec- 
ord. Instead of flagging the cards 
as stock appears low, the right half 
of the upper card, which is split, is 
pulled out and sent to the buyer. 
The buyer approves the quantity 
wanted and after making up a 
stock order returns the card to the 
inventory clerks. This shows 
amount on order until the material 
is received. The stock clerks then 
enter the receipts on the left half 
of the card and add the quantity 
received to the stock on hand. 

This procedure necessitates extra 
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|. warehouses at the Lebanon, Pa., plant carry in stock tons of bolts, 

nuts, spikes, rivets and specialties—3500 different items—a stock which can be 

replenished at the rate of 10,000 tons per month if necessary. No matter what the 

demand—whether it’s for a large shipment of standard bolts or for a small special 

order—the Lebanon Plant is geared for quick delivery to distributors. You can get 
practically any bolt, for any service, at any time, from Lebanon —and each one is 
backed by a name that stands for quality in every form of steel. 


BETHLEHEM STEEL COMPANY 
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You're talking to one of your customers: 
“Dart’s will save you money because they stand repeated use.” 
“But why are Darts better than other unions?” 








“Don't Darts cost more?” 








“Because they have two bronze seats ground to a full true-ball joint that sits tight 
ia 


every time, without jamming. The bronze seats resist corrosion. The heavy bodies 
withstand pipe strains and wrench abuse.” 


“It costs more to make Darts, and that’s why Darts cost you least in service, 
save maintenance, protect you against costly leaks and interrupted production.” 


Make Dart’s selling story yours and you talk business to the many plant men 
who demand the best. Write for Dart's jobber policy. 











E. M. DART MANUFACTURING CO.., Providence, R. I. 


Sales Agents 


Fairbanks Company, New York, and all 


branches 


Dart Union Company 


Canadian Factory: 


Ltd., Toronto, Canada 


Pa TN eas 


Da dale Reine 
.» & AF 
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“MAXI Clears 
the ROAD 
to PROFITS 











GREENFIELD TAP & DIE CORP. 
Greenfield Massachusetts 
Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


Canada: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 
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@ "Maxi" taps, twist drills and ream- 
ers open up the way to better profits 
and repeat orders because they give 
greater production under direct com- 
petitive conditions. 


"Maxi" tools have a special surface 
treatment that is the secret of their 
unusual production, yet they cost no 
more than ordinary high speed steel 
tools. Ask your "Greenfieid" repre- 
sentative to work with you in arrang- 
ing competitive tests. 


GREENFIELD 
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work to refile the purchase cards, 
but has the advantage of leaving 
the inventory cards always accessi- 
ble for use of the inventory clerks. 

Items or sizes which are non- 
stock items have a separate card 
in a different color. The purchases 
entered on these cards enable the 
buyer to determine whenever vol- 
ume on special items increases to 
a point that justifies carrying a 
stock. Sales analysis by salesmen, 
by customer, and by eight major 
product classifications and two hun- 
dred minor classifications is made 
by use of a tabulating system. 

This company has not adopted the 
order-invoice system, but the forms 
for direct shipments and back or- 
ders provide for typing of order to 
the factory in one operation. 


PLANT NO. 9 


A perpetual inventory of about 
24,000 items is maintained here on 
Kardex cards. This system also em- 
ploys two cards, placed face-to-face, 
but the cards are kept continually 
in the files. Sales are entered after 
shipment, and cards are flagged 
with red signals when the quantity 
appears low. The buyer has system- 
atized his work so that he checks 
these signaled items regularly and 
at the same time scans the other 
items in the tray when making up 
a purchase order. When the order 
is made up, the red signal is re- 
placed by a green signal which re- 
mains until the merchandise is re- 
ceived and added to the inventory. 

This plant previously used the 
physical-count method with inven- 
tory sheets instead of books. Here 
are some figures which compare the 
physical-count system with the 
present system: Under the present 
system, there were 239 stock orders 
placed in a year for one very active 
line of merchandise. The old sys- 
tem required that this line be 
counted twice a month, ordinarily 
resulting in the making of 24 large 
stock orders per year instead of 
239 smaller orders, as at present. 
This shows that smaller and more 
frequent orders can be made under 
the card inventory system. The 
fact that they are able to order 
more frequently enables them to 
carry less stock on hand without 
danger of running out, since the 
present system gives the buyer the 
same information as a_ physical 
count made each day; gives it to 
him in such form that he can more 
quickly make out a purchase order, 





Sturdy construction 
_ correct design — 
exacting workman: 
ship — tested mate- 
rials and rigid 1m 
spection combine to 
insure long lite and 


trouble-free service: 


- 
~—<—_ 

é 

z 

= 

oe eo 


rugged 
construction 


\ 
tr 
ja 

s >" 


* Laboratory 
tested alloys 


Continuous 
operation 


+ Universal 


acceptance 


Detailed Informa- 


tion on request. 


POWELL VALVES 


POWELL C0 
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and has proven to be more accur- 
ate than physical counts. 

On five other active lines of mer- 
chandise, which were previously 
counted once a month, there were 
five stock orders placed under the 
perpetual inventory system to one 
stock order placed under the old 
system. On these items, it would 
require a physical count every five 
days to duplicate this purchasing 
procedure. Of course, the more 
often that stock purchases are made 
in small quantities, providing the 
| quantities constitute an economical 
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The nation-wide popularity of B & L 
Cold Finished Steel and Shafting 
makes it easy to obtain . . . for it is 
now carried in leading distributors’ 
warehouse stocks, from coast to coast, 
including :— 


Commercial Shafting in .15 to .25 





buying unit, the less the amount of 
money tied up in inventory, which 
is one thing we are all striving for. 

This plant stresses the impor- 
tance of having inventory informa- 
tion readily available for the sales- 


men as well as for customers. 

F L a T s carbon range for applications not con- 
Standard and sidered as heavy duty . . . also higher 
Extre Wide carbon types, such as 1035-1040-1045 | PLANT NO. 10 

for semi-heavy duty service, and alloy The disbursements from inven- 
ALLOY grades for heavy duty. Also full size | tory in this house are entered on 
STEELS range of rounds for cut-from-the-bar | y 

| 


the cards before the order is en- 
tered. The advantage claimed for 
this method is that items out of 
stock and special items can be seg- 
regated on the order so that pur- 
chase can be speeded up, and the 
warehouse men know that all items 


Y( TT 5 on the sheets sent to them are in 
An inventory record of 25,000 


items is kept on about 2,000 cards 


using Postindex Visible equipment. 


The number of cards is less be- 
cause all sizes of each item are 
listed on the same card. The card 
provides for entry of current sales 
in a wide column, which at the end 
YOUR CUSTOMERS WILL 
BE MORE SATISFIED WHEN 
you sti Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 


parts. 


BLISS & LAUGHLIN, INC. 


HARVEY.ILL. = Sules Offices in all Principal Cities BUFFALO,N.Y. 











of the month is transferred to a 
monthly sales column, and the day- 
to-day entries are erased. The 
erasing feature is an objection to 
this method, but monthly sales fig- 
ures can be more clearly seen and 
much less space and less equipment 
is required because of the small 
number of cards. 






PLANT NO. II 


A different type of equipment is 
used here. Inventory cards are slot 
punched and attached to wheels, 
each with a capacity of 5,000 cards. 
Entries are also made here before 
the order is written. The wheel 
equipment has the advantage of 
compactness, and the cards are al- 
ways at uniform working level 
when entries are made. 

Now, this raises the question 
whether it is better to check the 





NATIONAL TWIST (ea) DRILL ano TOOL CO. 
DETROIT Se. S. A. 


Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: . New York «+ Chicago °* Philadelphia ° 
Distributors in Principal Cities 


Cleveland 
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items from the inventory cards be- 
fore the orders are entered or after 
delivery is made. There are ad- 
vantages in doing it before, provid- 
ing you have a large enough staff 
so that there will be no delay in 
putting the order through. By seg- 
regation of the items in stock, there 
is less responsibility on the ware- 
house men—they know that all 
items on the sheet are in stock. 
They also have the correct descrip- 
tion as to grades, brands, sizes, 
etc. This is put on by the inven- 
tory clerks. It simplifies the work 
in the packing room, checking items 
into the shipment. Pickups and 
back orders can be made more 
quickly. 

But there are apt to be delays 
when an unusual number of or- 
ders come through in the early 
morning, and, working under pres- 
sure, inventory clerks are more 
likely to make mistakes, and will 
not have time to use as good judg- 
ment in noting short stock for the 
purchasing department. 

If the inventory entries are made 
after shipment, the record is about 
24 hours behind actual operations. 
There is a danger that delivery’may 
be promised on an item that has 
been depleted by an order already 
going through the house. I am 
told, however, that this situation 
arises so infrequently that it is 
necessary to make but few expla- 
nations to customers. 

Summarizing, I conclude that a 
perpetual inventory system _ re- 
quires no more personnel to oper- 
ate than a physical count system. 
You eliminate the inventory count- 
ers. You save considerable labor 
in the purchasing department and 
some labor in the warehouse and 
packing room. 

A perpetual system also enables 
you to work out an order-invoice 
system which saves considerable 
work in the billing department. 

As for accuracy, I believe one 
system is as accurate as the other, 
but the consequences of inaccura- 
cies in a perpetual system are not 
so serious. 

Perpetual inventory records dis- 
courage pilfering and often lead to 
its detection where an inventory 
count would not show anything ir- 
regular. 

Purchasing is more flexible under 
a perpetual system—inventory may 
be more quickly reduced by buying 
shorter without so much danger of 
depleting stocks. 

Ability to answer customers’ and 
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HANICAL LEATHER PRODUCTS 
EVERY INDUSTRIAL PURPOSE 


Write for Catalog Chicago Rawhide Mfg. Co., 1290 Elston Ave., Chicago, U.S.A. 
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WELD()LETS* THRE 


Branch Outlets Without Cutting 
or Threading the Main Pipe 


i i i h outlets on two 500’ main steam lines 
just te and consider the savings made in installing 400 branc 
Sty using Bonney WeldOlet and ThredOlets. All cutting, threading and fitting of the main line was eliminated. No 
templets were used. 
in i i h were obtained. Due to the funnel-shaped 
i to t do vings in installation, leak-proof joints of full pipe strengt 

ned WddOtons nd ThredOlets, friction and turbulence were reduced to @ minimum and free flow conditions were 
improved. 


Suitable for any piping job where branch outlets are to be made by welding on new or old construction, they can be had 


in practically all metals to meet all conditions 


BONNEY FORGE & TOOL WORKS -Forged Fittings Division- ALLENTOWN, PA. 


y of Bulletin WT23 fully deseri 


y =) & " Nome 
a St. & No 


City & State 


MAIL COUPON TODAY 
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Lenox is famous for the performance 
of "The Blades in the Plaid Box'"'— 
and renowned for the excellence of 
the work they do. 

Lenox Blades, HIGH SPEED, MO- 
SPEED, TUNGSTEN, SUPER-FLEX, are 
more profitable to use—more profit- 
able to sell. Do you sell them? 


pENOy 


HIGH SPEED 
HACK SAW BLADES 
» 

AMERICAN SAW & MFG. CO. 

Springfield, Mass., U. S. A. 











salesmen’s questions more quickly is 
a point in favor of card records. 

Slow-moving and obsolete stock 
can be determined as easily from 
physical count books as from in- 
ventory cards. 

There is some advantage in hav- 
ing physical counts made regularly 
in that the inventory counters can 
not help but notice the condition 
of the stock and can report laxity 
in warehousing. 

3ut any mill supply house, doing 
a fairly large volume of business, 
must utilize some form of inventory 
control or pay what it costs through 
loss of sales or excess costs inci- 
dental to warehousing. 








Guess What! 


(Answers to Questions on page 25) 








1. Displacement, 
jet. 


centrifugal and 


2. Displacement pumps include ro- 


tary-gear, cam, and_ piston-type 
pumps. 

3. Displacement pumps deliver the 
fluid in a series of positive im- 
pulses. The hand well pump, boiler- 
feed pump and automobile lubri- 
cating-oil pump are examples. 

1. Jet pumps also called en- 
trainment pumps, because they op- 
erate through the tendency of a 
jet of high-velocity fluid to carry 
other fluid with it. Steam injectors, 
steam-jet refrigeration, vacuum 
pumps, steam-jet blowers in loco- 
motive front ends are all examples. 


are 


5. The centrifugal, which is simply 
a rotor within a casing. They are 
compact and cheap in large sizes 
and provide uniform pressure and 
flow. This is now the commonest 
pump type, although not adapted to 
high temperatures and pressures. 
6. The centrifugal, because it has 
no packed pistons or plungers. 


7. Displacement, particularly a pis- 
ton-type. 


8. Yes, the Humphrey gas pump, 
which is really a combined gas 
engine and piston pump, the column 
of water acting as its own piston. 
The unit can only be used in pump- 
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ing large volumes of water to low 
heads. 


9. There are several others, for 
example, the evactor used in re- 
moving air from power-plant con- 
densers, and in one sense the 
common steam return trap, which 
can be used for feeding boilers 
without any external power supply. 


10. Yes, the air lift, the hydraulic 
ram, the liquid packing-ring type of 
compressor, etc. 


11. There must be some drop of 
the water supply, for example, the 
spring supplying the ram should 
be up on a hillside. 


12. No, because, depending upon 
the height to which it is pumping, 
it wastes as much as seven-eighths 
of the water fed to it, using 
the slight fall of this amount of 
water to push the remainder up a 
hill or into an elevated tank. Thus 
the ram is primarily suited to jobs 
where there is a surplus of water. 


13. Displacement, centrifugal, en- 
trainment. First cost, space re- 
quirements and other factors, how- 
ever, may be more important in 
determining which is to be used. 


14. Yes, they must be sufficiently 
large or the pump will waste much 
of its power in overcoming pipe 
friction. Elbows and bends should 
be gradual and as few as possible. 


15. Very much, for the longer the 
suction pipe, the greater the pipe 
friction. As suction-pipe length in- 
creases, diameter must be larger, 
to reduce pipe friction. 


16. At the 
pipe, so it 
cleaning. 


inlet on 
can be 


the suction 
removed for 


17. Avoid sharp turns, ells, tees, 
valves. strainer, keep it 
clean, and be sure it has three times 
or so the area of the suction pipe 
so that as it becomes dirty it does 
not obstruct flow. 


Use a 


18. A maximum of 20 ft. For any- 
thing over 15 ft., install a foot 
valve. 


19. Yes, a check valve, to sustain 
the flow of fluid while the pump is 
on its return stroke. 


20. About 100 ft. per min. A fire 








pump may run up to 200, a boiler- 
feed pump should not exceed 50. 


21. When suction is long and lift 
great or the pump runs at high 
piston speed. 


22. On the suction pipe near the 
pump. It avoids pounding. 


Answer to the Scale Problem. 
Elmer needed 1, 3, 9 and 27 lb. The 
1-lb. weight took a 1.8-in. section of 
bar stock, the 3-lb. 5.4 in., the 9-lb. 
16.2 in., and the 27-lb. 48.6 in. To 
get 2 lb., for example, he puts the 
3-lb. weight in the scale pan and the 
1-lb. weight in with the nails or 
bolts he’s weighing. For 4-lb. he 
puts the 1 and 3 together in the 
scale pan, for 5 lb. he puts the 9-lb. 
weight in the scale pan and the 
l- and 3-lb. weights in with the 
material being weighed, etc. 








Buying for Rockefeller 
Center 


(Continued from page 27) 








regarding them. When an item 
is needed the cards are referred to 
and if the salesman has made a 
clean cut call we get in touch with 
him. The fellow who can take a 
refusal in a sporting way, leaving 
a lasting good impression, loses 
nothing by it in the long run. 

Most salesmen feel that they 
have a good product needed by the 
purchaser and that they do not get 
their full share of the business. 
Naturally, they sometimes wonder 
if there is not some sinister influ- 
ence behind the buyer’s preference 
for the product of the competing 
house, which they sincerely believe 
to be inferior. 

Perhaps the other fellow is offer- 
ing some special inducement and 
they wonder if they should do the 
same. If this thought arises, it 
should be remembered that most 
humans are inherently honest and 
want to be efficient in their work. 
To offer any special personal in- 
ducement to the purchasing agent 
not only implies that the salesman 
believes him to be dishonest, but 
that the goods offered will not sell 
on their own merit. An attempt 
to cultivate the purchasing agent 
socially to secure business is 
equally distasteful, though there is 
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Sell a Drive that SELLS ITSELF! 


Show a customer a WOOD'S V-Belt Drive in operation 


let him see the instant, even pick-up, the snug 
seating of V-Belts into sheaves, the smooth run notably free from backlash, jerk, slippage or vibration Show 
him the good engineering principles built into the drive; the ¢ are with which sheave grooves are made, the accurate 
spacing, the side walls at perfectly uniform angles Ivt him examine the enduring construction of the full 
moulded, flexible resilient belts. You needn't do more. The perfection of detail-—the 98% efficiencies possible 


SELL THEMSELVES (interested? There is some good territory still open; complete proposition upon request.) 


T. B. WOOD’S SONS COMPANY ® cHAMBERSBURG, PENNSYLVANIA 


50 Church St., New York. 
MECHANICAL POWER 


387 Atlantic Ave., Boston 
ENGINEERING 


MEMBER: ASSOCIATES 





e You can get case hardened Cleveland Set 
Screws in any quantity you require on short 
notice—from either factory or warehouse stocks. A 
full range of sizes and all usual points wanted in 

today’s production lines are available. Made to the 

same close tolerances as Cleveland Cap Screws—a 

& Class 3 fit is standard. In finish, tensile strength and 

thread accuracy, you will find Cleveland Set Screws 

Address the Factory er Our Nearest meeting all requirements of your specifications. 
Oe Oe Samples on request. Ask for Catalog E and current 

Price List. THE CLEVELAND CAP SCREW COM- 
CHICAGO, 726 W. Washington Blvd. PANY, 2931 East 79th Street, Cleveland, Ohio. 
PHILADELPHIA . t2th & Olive Sts. 
NEW YORK .... 47 Murray Street 


LOS ANGELES . 1015 East 16th St. CLEVELAND CAP SCREWS 
SET SCREWS + BOLTS AND NUTS) | 
2s 
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"BIG BEAR 


SAYS— 
Our SEVEN LITTLE BEARS can help 


you. Follow them for increased vise 


business in 1938. 








Our Jaws GRIP 






(OUR TOOL STEEL) (LooKATOUR 
































Our Hanoves LIKE AGRIZZLY) ‘J JAWS COVER THE SOLID STEEL 
STAY PUT,Z —§—<——————_+- ) ENTIRE TOP OF BAR SLIDE. 
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GRIP LIKE A GRIZZLY 
THE CHARLES PARKER COMPANY MERIDEN, CONN. 
























| CAPITAL RED CAP 
BRUSHES AND BROOMS 














. . . . Consistent 
Profit Makers . . 


High quality and service to the distribu. 
tor—that is the basis for Capital con- 
tinued success. We always maintain a 
fair and unchanged policy of coopera- 
tion toward our distributors. 

Mill Supply Men are backed in their sell- 
ing by our guarantee that no one will 
be dissatisfied with a Capital purchase. 
Our distributors can sell Capital Red 
Cap Brushes and Brooms with the knowl- 
edge that they are selling a good, reli- 
able product and will realize profitable 
returns year after year. 

Capital Red Caps are Consistent Profit 
Makers. 


INDIANAPOLIS BASS PUSH BROOM 


BRUSH & BROOM MBFG. CO. 


ESTABLISHED 1890 
Corner Brush & Broom Streets 


Indianapolis, Indiana FLOOR BRUSH 
GE SRR lg 











ALL CORN OR CORN AND 
BAMBOO BROOM 
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no reason why a natural friend- 
ship cannot exist. 

A few salesmen go to the oppo- 
site extreme and hope to sell by 
being unpleasantly aggressive. Re- 
cently a new sales representative 
of a company with whom we had 
long been dealing called at this 
office and, fearing he would not 
get an order, became offensive. He 
was given an order and left, prob- 
ably believing that he had gained 
it through being disagreeable. As 
a matter of fact his firm was the 
only one making that particular 
item at a suitable price. Some day 
another salesman will call, offer- 
ing goods of comparable quality 
and price and we can’t be blamed 
if we switch the business. 

Much has been said about back 
door selling, or getting directly to 
the man who uses the items. This 
method may be to the advantage of 
the salesman in some cases, but it 
does not work out at Rockefeller 
Center. The management here has 
arranged for the purchasing agent 
to meet all salesmen and thereby 
conserve the time of department 
heads, who are often difficult to 
meet, because their duties take 
them all over the development. Oc- 
casionally, department heads meet 
salesmen, but it is not ordinarily 
necessary. 

A common instance of selling 
without direct contact with the en- 
gineer came about when a salesman 
offered us a file which he claimed 
would cut faster, last longer, and 
cost more, than those we were us- 
ing. We sent samples of these 
files to the shops and the report 
came back that they did everything 
claimed for them and were well 
worth their higher cost. Therefore, 
we bought a quantity. Personal con- 
tact with the file users would have 
been a waste of time for the pur- 
chase hung on actual performance 
of the file—not on conversation. 

It would probably sound well to 
say that we have a complicated 
system of records on product per- 
formance and that we scour the 
market for goods that will give 
us more value for the money. Ac- 
tually we have no such system gen- 
erally in use. Practical engineers 
can judge the efficiency of an item 
within reasonably close limits and 
in many cases the cost of keeping 
performance records would exceed 
the small savings that they might 
achieve. 

We do ask for a chemical analysis 
of many items purchased. In the 
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FLEXIBLE SHAFT 
MACHINES 


High Quality Only 


Type MY 4 + 
V4 H.P. 


This New 
Type MY4 
Machine 
Designed 
for the 
Tool and 
Die Maker 
Universal 
Swivel 
Mounting 
V4 HP. 
Capacity 
for 
Bench 
Work 
One of 
the Many 
Types 
¥ We Build. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 
Formerly Lincoln Street 


CHICAGO 












SALESMEN— 


Business 1s 
readily 
developed 


for 








BRONZE 

COPPER 
EVERDUR 
STAINLESS 


BOLTS e NUTS e SCREWS 
AND WASHERS 


Large, complete Harper stocks 
enable you to provide imme- 
diate shipment on all standard 
items. Prompt service on spe- 
cial orders. Prices that are 


right. A liberal profit margin. 


Write for Complete Catalog 


The H. M. HARPER CO. 


Chicago, Ill. 


2622 Fletcher St. 








} 


| 


| . 
| regard to matters concerning the 
| health of 





| disclose the 


matter of brass polish we want to 
know if the composition is such 
that it will damage the adjacent 
material, or be injurious to those 
using it. The mere fact that it 
will bring a quick polish is not 
sufficient. 

If an analysis can’t be given, that 
ends it, for we cannot guess in 


our staff, or in using 
some compound that may result in 
permanent damage to our buildings. 
The analysis, of course, does not 
formula or methods 
| used in manufacture of the prod- 
| uct. 

A large number of salesmen mis- | 
pronounce my name—a small mat- | 
_ter, amusing to me, but there are | 
purchasing agents who become an- 
noyed by this. Consequently, if I | 
were a salesman I would always | 
learn the correct spelling and pro- | 
nunciation of a man’s name before | 
meeting him. 

I see every salesman who calls | 
and they are welcome at all hours 
except during the luncheon period. 











Early morning and early afternoon | 


callers usually have the fewest in- 
terruptions. The bulk of the requi- 


| sitions for materials usually reach | 


| this office about 10 a.m. and as 
it is a rule, in so far as possible, 
to complete the requisitions and 
place orders on the day of their 
arrival, late callers may be at a 
disadvantage because of necessary 
interruptions, 


ing requested and received by tele- 
phone, late afternoon is a _ partic- 


then getting 
placing emergency 


call because we 
oat mail and 
orders. 

A large portion of our purchases 
are made through industrial dis- 
tributors, as their convenient local 
stocks enable us to keep our inven- 
tory investment at minimum. Then, 
too, many manufacturers support 
| this necessary link in distribution 
| through quoting prices that make 
| it to our advantage to deal with the 
| distributor. 
| Careful planning results in our 

not having half a dozen items per 


are 





| year in the inventory that are not | 
definitely needed for some partic- | 


ular purpose. The industrial dis- 
tributor is entitled to some credit 
for this absence of useless stock, 
for the reason that with his ware- 
housing facilities it is not necessary 
to place orders until shortly before 
a job starts. 
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| Over 95% of our quotations be- 


ularly poor time for salesmen to | 





Bond’s New 36-A ‘ \ 








INCE its introduction, truck users in 


varied industries have proved this 
caster’s stamina. And Bond’s 36-A swivels 
easier than any other long-life caster. 

Distributors are fast learning the wide 
acceptability of 36-A-just as they have 
learned the quick, profitable turnover pos- 
sibilities of the entire Bond line. Bond 
built-for-the-job Truck Casters open the 
door to valuable business in practically 
every industry. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM, Lancaster County, PENNSYLVANIA 
617 Arch St., Phila.; 30 Church St., N. Y. C. 
Bond Engineering Works, Ltd., Toronto, Can. 
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Electric Pliers 


A new small size unit added to this 
company’s line of electric pliers has 
been designed to meet a demand for a 
more compact plier set to handle small 
soldering applications in restricted 
spaces. It is intended for soldering 
lugs up to 150 amp. The pliers are 
hinged at the end instead of in the 
middle, allowing for greater flexibil- 
ity, more sensitive pressure and great- 
er ease of handling. The secondary 
leads are passed through the hollow 
hinge casting and the fibre handle 
and fastened securely into the jaw 
castings, making a simple assembly. 
The new transformer is rated at 160 
watts continuous duty or at 300 watts 
intermittent duty. The transformer 
is enclosed by two end plates and the 
entire unit is finished in blue crackle 
finished paints. The plier assembly 


104 


is connected to the transformer with 
six feet of extra flexible cable, en- 
abling the operator to work with the 
least amount of obstruction from the 
leads. The carbon jaws are made of 
a special high resistance carbon with 
unusual chemical characteristics. Pri- 
mary buying officials to be contacted 
in introducing this product are chief 
engineer, purchasing agent, master 
mechanic and foremen.—Ideal Com- 
mutator Dresser Co., Sycamore, II]. 
MILL SUPPLIES, December, 1937. 


Frame Mounted Pumps 


A new line of pressed steel frame 
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mounted ball-bearing centrifugal 
pumps has been announced, and is 
available for belt or motor drive. The 
pumps are suitable for handling ca- 
pacities from 10 g.p.m. to 300 g.p.m., 
at heads from 10 ft. to 120 ft. and 
are equipped with two grease-lubri- 
cated ball bearings, serving a wide 
range of uses. Primary buying offi- 
cials to be contacted in introducing 
this product are chief engineer, pur- 
chasing agent and superintendent.— 
Worthington Pump and Machinery 
Corp., Harrison, N. J.—MILL Sup- 
PLIES, December, 1937. 


Vibratory Feeder 


A specially constructed vibratory 
feeder for feeding small objects such 
as nuts, washers, candy pieces, but- 
tons, and small vegetables (such as 
peas), onto a wide, moving inspection 
belt, has been placed on the market. 
The feeder has a wide trough, very 
short in length with a receiving hop- 
per having an adjustable gate. Move- 
ment of the material in a wide, single 
layer flow is by vibration, so it 





















WHEN. YOUR USTOMER 


ARBOR SPACERS 


Machine shops need De-Sta-Co 
Arbor Spacers when setting cutters 
on their Milling Machine arbors, 
and for other spacer uses. Save 
many times their original cost, and 
help to get the work out quicker. 
When your customer wants arbor 
spacers, he wants them now— and 
he will appreciate the fact that 
you can supply him. 

Moisture proof cellophane pack- 
age for customers’ visible, pro- 
tected inventory. Packages contain 
25 spacers, assorted thicknesses, 
retailing at $1.00. Attractive 
profit to Dealer. 


Write for dealer proposition. 


DETRONT STAMPING CO. 


© ESTABLISHED ig1S.e 


3439 W.FORT ST. DETROIT, MICH. 





Protect Low Pressure and 
Vacuum Lines against Expansion 


and Contraction with HARRIS 


COPPER 
EXPANSION 
JOINTS — 





B-281 
Concave Type 


convex types, with cast iron or 
steel flanges. Sizes from 4” to 
60” diameter. 


We also manufacture coils, 
bends and special piping of 
non-ferrous metals and stainless 
steel. 


List Harris Industrial Products 
in Your Catalog 








| speed of flow is by 


|the common 110 volt, 























Made in standard concave and | 








ARTHUR HARRIS & CO. 


Chicago, Ill. 


210-218 N. Curtis St., 


Coppersmiths, 
and Fioat 


Bronte Founders 
Established 1884. 


Engineers, 
Manufacturers. 





spreads out on the belt in an evenly | 
spaced manner making it easy for the | 
inspector to spot defective, odd size 
or foreign objects. Control of the 
rheostat in a 
separate wall-mounted controller fur- 
nished with the feeder. There are no 
moving parts such as motors, gears, 
cams, ete., to require lubrication and 
maintenance. The unit is small and | 
compact in size. Operation is from | 
‘A. C. lighting | 
current. Primary buying officials to | 
be contacted in introducing this prod- 
uct are superintendent, purchasing | 
agent and chief engineer.—Syntron 
Co., Homer City, Pa.—MILL SUPPLIES, 
December, 1937. 


Gas Line Cocks 





ke 4 


A new cock with recessed ends for 
use on curb box installations has the 
feature of being recessed at each end 
sufficiently to cover the entire 
threaded pipe surface. When the re- 
cesses are filled with a lubricant or 
paint to seal the space between the 
pipe and the inside of the cock open- 
ing, it protects both the cock and the 
pipe threads from outside contamina- 
tion. These new cocks are made with 
flat head, brass plug and _ washer. 
Body is of galvanized iron, in sizes j, 
1 and 14 in. They are air-tested to 
assure tightness, and are recom- 
mended for nonshock working pres 
sure of 125 lbs. cold water, 
gas. Primary buying officials to be 
contacted in introducing this 
product are chief purchas- 
ing agent and superintendent.—Crane 
Co., 836 S. Michigan Ave., Chicago, 
Ill.—MILL Suppuiies, December, 1957. 


oil, air or 


new 


engineer, 


Jig Saw 


A jig saw of new design with unique 
motor drive, “fingertip” speed control, 
j}and “motion” blade tensioner 
being offered to the industrial trade. 
Mechanism is similar to the crank- 
shaft of an automobile. Through a 
minimum of moving parts the motor 
delivers a new maximum of power 
direct to the saw blade. Elimina- 
tion of all belts and pulleys avoids 
slippage and_ friction The 





is now 


losses. 


manufacturer points out that the ad- | 
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USE THE 


Chad ppsot 


OF THIS 


FREE OFFER 
ay 


Customer Tries 
Roll or Ream 
...-At Our Risk 


Free is a magic word ... the password 
to many a sale that otherwise might 
never be made. 

The next time you are talking coated 
abrasives, make this proposition: Y our 
customer requests a ream or 50 yard 
roll of Jewel Abrasives of the type that 
meets his needs. We ship it at once. 

He uses up to half, and if Jewel 
Abrasives do not cut his abrasive costs 
he returns the unused portion to 
us .. . and we send him no bill. 

This test, made through you, will 
bring real profits on the resulting sales. 

» For full particulars, send the cou- 
pon to-day. Abrasive Products, Inc., 
South Braintree, Mass. Branches in 
New York, Chicago, Philadelphia, 
Los Angeles, Detroit and St. Louis. 


ABRASIVE PRODUCTS, INC 


SOUTH BRAINTREE, MASS. 
South Braintree, Mass 
Gentlemen: Please give me full details of your new offer 
and how can successfully use it in contacts with my 
customers. Also tell me about Masterpak your 
new package that insures abrasives delivered factory new. 
Name 
Firm 
Address 


ABRASIVE 


JEWELOK © JEWEL EMERY 





JEWEL GARNET 















There's 66 Years of Dependability 
Behind Upson-WALTON Products 


AN OUTSTANDING QUALITY LINE .. . 
MANILA AND WIRE ROPE ° TURNBUCKLES 
TACKLE BLOCKS AND SHEAVES «+ & FITTINGS 


The easiest and surest way for you to make the 
most out of the manila rope, wire rope, tackle- 
blocks and accessory business in your territory is to 
have your customers know that you stock and sell 
the UPSON-WALTON line . . . A quality line 
handled by leading distributors in all fields. 





? MANILA ROPE 
Write for our catalog describing the sales oppor- 2 Quality Brands—‘‘Y-Co BEST” 


ai : and GIANT”. Both water- 
tunities of our complete line. proofed, selected pure Manila 
Fiber Also complete line of spe- 


cial repes for all purposes, 





WIRE ROPE 
Regular Construction and LAY-RITE Preformed 
tor Mining, Drilling, Dredging, Ship’s Running 
Gear, Elevators, Aircraft and General Construc 
tion work 
Established 1871 
Mh i FS, } 















1106 WEST 11th STREET, CLEVELAND, OHIO 








If it’s 
MORE PROFITS 


you're after... 





The Nut That Can't Shake Loose 
should be among the items 


you CARRY and PUSH 


Because there is no other self-locking nut just 
like “Unshako,” it has distinctive sales fea- 
tures that put it among the fast “turnover” 
goods. Let us tell you our proposition. It’s 
a bet you shouldn’t overlook. 


Fig. 1513 
Pat'd and Pats. Pending 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
INDIANAPOLIS Box 519 SAN FRANCISCO 
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vantages of the direct drive, include 
convenience, because no adjustments 
are necessary; economy, there being 
no belt to wear out or replace, and 
safety, because there is nothing to 








catch a workman’s clothes or hands. 
All the mechanism of the new jig saw 
is completely housed. The fingertip 
speed control enables the operator to 
shift the machine from high to low 
speed and back again as easily as he 
can flip a switch, without stops for 
belt shifting. And the “motion” 
blade tensioner permits blade tension 
to be adjusted accurately while the 
tool is in operation. Primary buying 
officials to be contacted in introducing 
this product are chief engineer, pur- 


chasing agent, superintendent and 
master mechanic. — Walker - Turner 
Co., Ine., Plainfield, N. J.—MILL 


SupPLiEs, December, 1937. 


Gas Masks 


Full vision lenses, which permit the 
wearer to see, read, work, walk and 
observe surroundings in safety, fea- 
ture a new full vision gas mask re- 
cently introduced to the industrial 
field. The lenses are made of shatter- 
proof laminated polished plate glass 
and afford 90 degree vertical and 170 
degree lateral vision. These new 


canister masks are available in both 
corrugated tube and snout types. The 
light weight, all-rubber face piece is 
fully molded and curved to master 
face fitting proportions. 


Head har- 
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| 
WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- | 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 
machine. (Pat. app. for.) 
. p 
Ww : 
ip 
Oo 
w BELT 
e 
oy 
: LACING 
. STEELGRIP is a stronger lacing 
e for all power and conveyor belts. 
g Clinches smoothly into belt, compresses ends, 
y prevents fraying. 2-piece hinged rocker pins. 
2 8 sizes. In boxes or long lengths. 
dl WRITE FOR CIRCULAR 
. 
. ARMSTRONG BRAY & CO. 
"The Belt Lacing People” 
310 N. Loomis St. Chicago, U. S. A. 
Put this up to YOUR | 
Customer— | 
| 
“MARVEL” 
Ball Bearing | 
Portable | 
ELECTRIC BLOWER | 
@ Keep your ELECTRIC MOTORS and WOOD 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever 
present FIRE HAZARD. 
Order one on 10 DAYS' TRIAL, and test it In | 
your own plant. Give VOLTAGE of your Lighting 
Circuit. | 
Write for Catalog on our 
Exhaust Blowers and Ventilat- | 
ing Fans. | 
Model No. 2, $40.00 
(Reduced from $45.00) 
We also make a 
larger size. Mudel 
No. 3, for $55.00 
reduced from 
6000. Vacuum 
Cleaner Attach 
: ments, $10.00 ad | 
ditional. tn daily } 
use in more than | 
A. 4 industrial | 
! 
ELECTRIC BLOWER COMPANY 
352 ATLANTIC AVENUE BOSTON 9, MASS.U.S. A. 








ness connections are located so as to 
eliminate all forehead pressure points, 
permitting wearing of hat or helmet 
without discomfort. Another feature 
of this face piece is the elimination of 
the build-up of used air in the fresh 
air ducts. The full vision gas masks 
are available with a choice of elastic, 
all-rubber or permanent non-rubber 
head harnesses and a wide selection 
of canisters covering organic vapors, 
acid gases, ammonia and _ industrial 
smokes, hydrocyanic acid and all 
known military gases and smokes. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent and foremen.—Acme 
Protection Equipment Co., Pittsburgh, 
Pa.—MILL SUPPLIES, December, 1937. 


Wrench Set 











2 
- Wrench Set No 
‘ Socket Seve 
HOLO KROM'! 


rome WHENCHE 
sy oF HOLE 
ANGEARELTY © 






teach 


A new socket screw wrench set has 
been designed with the following fea- 
tures: nine surfaced socket screw 
wrenches that fit all hex type hollow 
set screws from No. 8 to 3-in. diam- 
eter; all socket head cap screws from 
No. 8 to 4-in. diameter; all sizes of 
socket head stripper bolts from % to 
}-in. diameter; and all sizes of hollow 
pipe plugs 4 to 4-in diameter. The 
compact crackle finish black metal box 
has an attached cover with regular 
hinges, the corners being reinforced. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, foremen, and 
master mechanic.—The Holo-Krome 
Screw Corp., Hartford, Conn.—MILL 
SUPPLIES, December, 1937. 


Spray-Finishing Unit 


A new rotary spray-finishing ma- 
chine, type YB, for high speed auto- 
matic finishing of small and medium 
size articles is now on the market. 
This machine is capable of an ap- 
proximate production up to and ex- 
ceeding 3,600 finished, small, light 
weight articles per hour. The ma- 
chine is equipped with spindles, auto- 
matic spray gun, automatic control 
valve, hose connections and other com- 
plete accessories of the modern spray- 
finishing unit. Unit is available in 
three sizes for light, medium and 
heavy duty. All sizes are equipped 
with improved speed reduction unit, 
and may be operated at several differ- 
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ARVEL 


High-Speed-Edge 


HACK SAW. BLADES 


Positively 
Unbreakable 


com- 
the 
ean 
High 


positively 


These patented 

blades are 
blades that 
both — strictly 
Speed and 
Unbreakable. 


posite 
only 


be 


Long Lasting 
Fast Cutting 


these 


they surpass other 


bl vdes 


features that every hack 


in two 
saw blade buyer is seek- 


ing. A genuine high 
speed steel cutting edge 
that is certain to serve 
its full cutting life be- 
cause it is supported by 


a tough alloy steel body. 








Tough 
Alloy 
Steel 
Body 
18%  Tung- 
sien High 


Speed Steel 
Cutting Edge 





Patented Integral 
Weld 


Fast Selling 
Because they offer the 
finest edge, 
shatter-proof 


are safe, 


and eco- 
because 
they make practical in- 


nomical 


creased speeds, feed 
pressures and blade 
tensions, these blades 


are preferred wherever 
introduced. Because 
they have no equal or 
substitute, they sell, re- 
peat and build profits. 


Write for Catalog 


Armstrong-Blum 
Mfg. Co. 


“The Hack Saw People” 


5753 Bloomingdale Ave. 
CHICAGO, U.S.A. 















Dependability, long life, fast cutting 
accuracy is built into each WELLS Meta: 
Cutting BAND SAW. It’s the perfect shop 
saw—completely flexible in operation 
for cutting all metals into any shape de- 
sired. Its easy portability enables place- 
ment at any position in the plant—tfacili- 
tating maximum shop efficiency. Sound 
reasons why distributors selling this 
product have satisfied, repeat order cus- 
tomers. Write for full particulars on 
how this time and labor saving saw will 
increase your profits. 


Built in two sizes 


No. 5—5 in. diameter round or 5x10 
in. flat 


No. 8—8& in. diameter round or 8x16 
in. flat 


WELLS MFG. CORP. "sisi" 


EEP STEP with Stainless Steel Developments 


GUD vatves 


mean New Profits for You! 























Ww: industrial acceptance of ““Aloyco” valves and fittinys 
designed exclusively for the use of corrosion-resisting 


materials is valuable to you. We offer the most complete line of 





corrosion-resisting valves, fittings and pipes available from any 
single source. They are daily rendering efficient service in plants 
where tough valve and fitting problems are the general rule. 

It is Aloyco’s policy to cooperate with distributors. Valuable 
sales aids will be placed at your disposal. If you do not handle 
our high quality line, it will pay you to investigate. Several 
valuable territories are still available. Write for full information, 
catalog and price list today. 


Alloy Steel Products Co. 


1500 WEST ELIZABETH AVENUE + LINDEN. N. J. 
Representatives and Distributors in Principal Cities 








Only organization specializing exclusively in manufacture of valves and fittings of corrosion- 
sisting alloys. 
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ent speeds to fit the requirements of 
the operation. If desired the machine 
can be provided with a cam so that 
the spray gun operates at every sec- 
ond spindle when the machine is used 
for the finishing of larger articles. 
The turntable is driven by a 3 hp. 
electric motor, the speed of which is 
determined by the work to be done. 
Turntable will accommodate 15, 20, 
25, 30, 40 and 50 spindles, number of 
which is dependent on the size of the 
pieces to be sprayed. Primary buying 
officials to be contacted in introducing 
this product are chief engineer, pur- 
chasing agent and plant manager.— 
The DeVilbiss Co., Toledo, Ohio— 
MILL SupPPLies, December, 1937. 


Ratchet Hoist 





A new 


rachet hoist, 
weighing 120 lbs., and capable of lift- 
ing as much as 15 tons has recently 


model W, 


been developed. It has convertible 
capacities and was designed because 
of the demand for heavier capacity 
hoists that could easily be operated 
and transported in the field by one 
man for temporary jobs. These hoists 
are designed for general maintenance 
and have the same features as all of 
the manufacturer’s rachet lever type 
hoists. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent 
and chief engineer.—Coffing Hoist Co., 
Danville, Ill—MILL SuppPLies, Decem- 
ber, 1937. 


Sewing Lamps 


A new type lamp has been de- 
veloped to answer the demand for a 
fool-proof and universal lighting unit 
for attachment to sewing machines 


| and table. Construction employed de- 


velops adequate rigidness to reduce 
vibration to a minimum, yet provides 
complete flexibility, the manufacturer 
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Should give you more than 
the chance to sell... 


it should HELP YOU SELL 


When you take on a line of construction equipment and mate- 
tials that is advertised regularly in Engineering News-Record and 
Construction Methods & Equipment you are hooking up with a 
manufacturer who is doing his utmost to make sales for you in 
your own territory. 

Advertising in these two leading engineering construction mag- 
azines does more than contact the resident engineers and contractors 
in your area. It contacts the transient engineers and contractors who 
come into your territory with contracts to handle federal, state, 
county, municipal and private projects such as buildings, highways, 
bridges, sewers, sewage disposal plants, waterworks plants and 
systems, dams, canals, flood control, docks, dredging, irrigation, 
railroads, etc. 

These two publications follow engineers and contractors from 
job to job and company to company. The geographical distribution 
of their circulation checks year in and year out with the geographical 
distribution of construction activity. 


aon 


MANAGER 


Published by McGraw-Hill at 
330 West 42nd St., New York 


Here are some of the every-d 
purchases of contractors and 
gineers who read Engineeri 
News-Record and Constructi 
Methods & Equipment regular 

If you are contemplating taki 
on a new line of any of th 
items why not first of ali go o 
recent issues of these two pu 
cations and find out which mar 
facturers are greasing your sa 
path with advertising? Use t 
advertising pages of these pap 
to check your inventories. 


ASPHALT .. . BACK-FILLERS . 
BARGES ... BATCHERS ... BI 
... BEARINGS .. . BELTING . 
BRICK... BUCKETS | 
BULLDOZERS . . . CABLEWA| 
. CARS ... CEMENT. 
CHAIN ... CHLORINE. 
CONCRETE REINFORCEMENT 
COMPRESSORS... CONDUIT. 
CONTROLLERS... CONVEYO 
. CRANES .. . CRUSHE 
. DERRICKS .. . DITCHIE 
MACHINERY .. . DRAFTI? 
EQUIPMENT ... DRILLS . 
DREDGES . . . ENGINES 
EXCAVATORS .. . EXPLOSIV 
... FENCING . .. FLOODLIGH 
... FORMS... GASOLINE . 
GAUGES .. . GENERATORS . 
fe}; 9.0) 3: tae ©) 0S » (0) 1 
... HOSE... HYDRANTS . 
INSTRUMENTS . . . INSULATI¢ 
.. . INSURANCE .. . LIGHT) 
. . LUBRICANTS .°. . LUME 
. METERS .. . MIXERS . 
MOTORS... PAINT... PAVI 
... PILE DRIVERS ... PIPE . 
PILING .. . PORTABLE TOOLS 
POWER SHOVELS... PUMPS 
ROAD ROLLERS ... ROOFING 
ROPE ... SCRAPERS ... ST 
... SPREADERS . .. SCREENS 
STREET CLEANING EQUIPME 
... TANKS... TIRES... TRA 
. TRACTORS . ... TRAF 
SIGNALS . . . TRENCHERS . 
TRUCKS . . . TURBINES 
VALVES ... VIBRATORS °. 
WATERPROOFING ... WELD] 






MACHINES ... WELLPOINTS 
WINCHES . .. WROUGHT IR 
ae WARE .. obec. 











McGraw-Hi1 Publications 


“The Best Sellers jn Industry” 


American Machinis, Chemical & Metallurgical 


Aviation 








Electrical Wesr Engineering News-Record Power 
Engineering Electrica] Wholesaling Factory Management and P. t Eno; f 
Construction Methods and “lectrical World Maintenance oe suineeting 
Bus Transportation E io Retailing 
é quipment Electronics Food Industries 
Business Week Electrical Contracting Engineering and Minin Ournal Industrial Selling Textile World 
ig 
Age Electrical Merchandising E&MJ Markers Mill Supplies fansit Journay 
McGraw-Hill Publishing Company, Inc., 330 West 42nd Street, New York, N. y. 
— — , — 
eis ae si 


MILL SUPPLIES © DECEMBER 1937 








claims. The reflector accommodates 
the standard double contact cande- 
labra bayonet kase type of lamp in 
either the 6-° volt or 110-115 volt 
classification. All models come 
equipped wi’h standard Underwriters 
approved cord and rubber plug. When 
used on a 110-115-120 volt circuits, a 
standard 25-watt, 115 volt double con- 
tact candelabra bayonet base lamp is 
recommended for best results. If use 
of 6-8 volt type of lamp is desired, 
a 15 candle power bayonet base lamp 
should be used. Transformers are 
necessary in the 6-8 volt type of in- 
stallation. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent and master 
mechanic.—The Fostoria Pressed Steel 
Corp., Fostoria, Ohio.—MILL Sup- 
PLIES, December, 1937. 


Variable Pitch Sheave 





A variable pitch sheave introduced 
recently is finding wide application 
because of several outstanding fea- 
tures. The sheave is accurately ma- 
chined from close grained semi-steel 
castings and is accurately balanced. 
It comes in a wide range of sizes 
with one and two grooves depending 
on the type of belt used. It is being 
used by air-conditioning, heating and 
ventilating equipment manufacturers. 
Each sheave permits 30 per cent 
speed variation. Primary buying of- 
ficials to be contacted in introducing 
this product are chief engineer, pur- 
chasing agent and superintendent.— 
Browning Mfg. Co., Inc., Maysville, 
Ky.—MIL.L SupPPLiEs, December, 1937. 


Steam Unit Heater 





A small size suspended steam unit 
heater for economical heating of stor- 
age spaces, smail rooms, isolated of- 
fices and other small spaces has been 





Saletwn 


REG U.S PAT OFF 


U-WA 


HAMMER OR VISE 


LACER 
75¢ 


NEEDED! 
WAITED FOR! 
ACCEPTED! 
Inquiries Pouring in 
YOU MAY HAVE 
CALLS TOMORROW 


STOCK | 
NOW. 

















SAFETY 
BELT-LACER 
C0. 

Toledo 
Ohio 





NEW PRODUCTS MEAN NEW 
SALES OPPORTUNITIES 





DESMOND CRACKERJACK 
DRESSER 


SIMPLEX DRILL PRESS & 
MILLING MACHINE VISE 





This is the only abrasive wheel 
type dresser using ball bearings 
and safety handles. It will keep 
your customers grinding wheels 
fast cutting and accurate. 


This well designed and strongly 
constructed vise will find a useful 
place in many plants. Made in two 
sizes with exclusive features that 


Desmond manufactures the only are excellent sales points. 


complete line of Dressers and 


Also a complete line of machin- 
Cutters. 


ists’ and combination pipe vises. 








You will find many sales and good repeat orders on Desmond Dressers 
and Cutters and Simplex Vises. Write to-day for new catalogs and 
price sheets. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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TALK LUFKIN —IT PAYS 








Lufkin combination 
square with all three 
heads attached. 


CUSTOMERS 


prefer 


LUFKIN TOOLS 


It's not by chance that mechanics 
It’s 
because they like their many out- 


favor Lufkin Precision Tools. 


standing features. It’s because they 
know that in every detail Lufkin 
Tools are top-notch in accuracy, 
balance, finish and durability. 


More than ever before, Lufkin 
Precision Tools are becoming the 
choice of good mechanics and 
others who want good measuring 
instruments. 


Because a big percentage of the 
precision tool buyers choose Lufkin, 
it pays you to talk Lufkin — and 
profit from their ready acceptance. 
Write for Catalog No. 12, 


Md lls 


SAGINAW MICHIGAN 


i 


RULES PRECISION TOOLS 


112 





placed on the market. This new, 
quiet operating, practical size unit 
has a rating of 61 ft. of equivalent 
direct radiation and a capacity of 
14,640 b.t.u. when operated on two 


pounds of steam pressure with enter- | 


ing air temperature of 60 deg. F. 
The heater casing dimensions are 10 
in. wide by 133 in. high, with a depth 
of 73 in. The motor, suitable for 
constant or two-speed operation, con- 
sumes 47 watts. The propeller fan 
which forces heat through the adjust- 
able vanes on the front of this heater 
has a capacity of 440 cu. ft. per min- 
ute. The heated air is forced down 
to the floor and into cold corners just 
as efficiently as any larger unit heat- 


ers. The unit is attractively finished 
in a golden bronze, crackle finish 
matching that of the larger units. 


Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent and chief engineer.— 
Autovent Blower Co., 1805 N. Kostner 
Ave., Chicago.—MILL SupPPLigs, De- 
cember, 1937. 


Differential Control 





A newly developed differential con- 
trol unit, known as model MDB-3, is 
similar in principle to the differential 
in a motor car. It is used for a 
variety of requirements in automatic 
speed control, such as synchronization 
of two or more machines or parts of 
a single machine, and maintenance of 
uniform peripheral winding or un- 
winding speeds. For automatic con- 
trol service, shafts 1 and 3 are 
connected to the driven machine or 
machines. Shaft 2 is connected to the 
speed changing screw of the trans- 
mission. When shafts 1 and 3 are 
driven in the same direction at the 
same speed, shaft 2 stands still. When 
the speed of the driven machine varies 
above or below desired speed, this 
variation is transmitted to shaft 2 
which speeds up or slows down the 
transmission until synchronous speed 
is restored. The differential may also 
be used as primary driving equip- 
ment for loads not exceeding its rated 


torque and speed capacity. For ex- 
ample, it may be used with other 


| equipment to control index or register, 
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They Build 
Repeat 
Business 











Machine 
Screw 





have 


consumer 


They built 
acceptance which means repeat 
business and profits. 

THE CARD SALES POLICY 
of backing up their distributors 
100% assures CARD DISTRIB- 
UTORS full protection. 


CARD QUALITY 
IS 
EASY TO SELL 


S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 


Mansfield, Mass., U. S. A. | 




















WATCH ror tHe 
MID-DECEMBER 
DIRECTORY 


ISSUE OF 


MILL SUPPLIES 


This guide tells 


WHERE To Buy... 
WHAT To Buy... 


in industrial supplies and 


equipment 


\ 





m 


Mh 
\ ay Rit 





In a jiffy it answers 
your customers’ daily questions. 


Saves your time. 


MILL SUPPLIES 


330 WEST 42nd ST. 


NEW YORK CITY, N. Y. 











either manually or with photo-electric 
equipment. Overall dimensions of the 
unit are 8 inches wide, 11 inches long 
and 68 inches high. Shafts are ex- 
tended on both sides so installation 
may be made as desired. Primary 
buying officials to be contacted in in- 
troducing this product are chief en- 
gineer, purchasing agent and super- 
intendent.—Reeves Pulley Co., Colum- 
bus, Ind.—MILL SupPuLie3, December, 
1937. 


Lamp Remover 





Improvement of the patented 
“Turnlox” hood construction permits 
the reflector and lamp to be quickly 
and easily cleaned without the use of 
ladders or the necessity for getting 
off the floor. New floor service hoods 
are also available for use on 
installations employing the regular 
reflectors. These permit easy re- 
moval of reflector, globe and lamp 
from the socket in one, quick 90 degree 
twist. The lamp removes a light 
weight shaft and engaging device 
permits the operator, standing on the 
floor, to remove safely and replace the 
fixture at heights up to 18 feet. Elec- 
trical and mechanical connections are 
made with the socket through a sub- 
stantial three-point, 
bayonet lock. 


older 


self centering, 
Automatic polarizing 


contacts are a feature of this design. | 


Socket hoods which receive the de- 
tachable reflector units are available 
in ceiling mount and pendant types. 
Primary buying officials to be con- 
tacted in introducing this product are 
superintendent, purchasing agent and 


maintenance superintendent.—Benja- | 


min Electric Mfg. Co., Des Moines, Ill. 
—MILL Suppuies, December, 1937. 


Small Electric Drill 
An electric drill presenting new 
principles of construction gives in- 
creased application for small-unit pro- 
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TERA. 





QUALITY 
WRENCHES 











COES STEEL 
HANDLE WRENCH 
Number 91 


BEMIS<CALL 


MANUFACTURERS of WRENCHES SINCE 1835 


SPRINGFIELD MASS 


SOLD BY LEADING DISTRIBUTORS 
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Machine Bolts That Assure 
Quick Assembly Economies 
Made with uncommon precision, Triplex 
Machine Bolts ‘fit’ on the job, no lost 
time in assembly. Clean free-running 
threads the nut can spin tight on. 
Strictly specified steel and modern 
electric heat-treatment for extra strength 
and trouble-free service. Millions of 
users find Triplex a better source of 
supply—so can you and your custo- 
mers. Write for catalog and pl 

The Triplex Screw Co. 
5307 Grant Ave., Cleveland, Ohio 











IPLEX 


AND SET SCREWS, BOLTS AND NUTS 


CA 
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Show your customer this 


SAYLOR-BEALL 
Paint Spray Outfit 


Show the exclusive baffle plane design 
of this commercial spray gun—how 
it increases coverage, why it can’t clog, 
how it saves air. Ideal for commer- 
cial production of fine finishes. Wall 
filter and regulator come ready for 
attachment to customer’s air line. This 
outfit appeals strongly to manufactur- 
ing plants, body shops and all re- 
finishing plants. 


Get this catalog! 


For quick reference, send for catalog of 
spray guns (both internal and external 
atomizing types), air compressors, mate- 
rial tanks, filters, regulators, hose and 
fi: tings. 


Saylor-Beall Manufacturing Co. 
1519 East Philadelphia Ave., Detroit, Mich. 
New York Philadelphia Chicago 
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duction and assembly operations. The , 


chuck spindle is mounted at right 
angles to the motor, 
overall working length of the tool to 





44 in. The motor housing dimensions 
have also been reduced to a minimum 
so that the tool fits snugly in the 
operator’s hand, and requires no extra 
handle. A ventilating arrangement 
assures cool motor operation. Deep 
vents cast in the gear-head provide 
for free passage of air, even though 
the tool is grasped by the head. The 
tapered end of the gear-head extends 
over the chuck, protecting operator’s 
fingers. The unit is ball-bearing 
equipped throughout and has a uni- 
versal motor which operates A. C. or 
D.C. A removable insulated cap pro- 


vides easy access to brushes for in- | 


spection. Thumb control switch is in 
the line just back of tool. Primary 
buying officials to be contacted in in- 
troducing this new product are chief 
engineer, purchasing agent, master 
mechanic and foreman.—The Black & 
Decker Mfg. Co., Towson, Md. 
SuppPLies, December, 1937. 





3 H. P. Grinder 





Interesting features of a newly de- 


| veloped 3 h.p. floor grinder are the 


| 


safety devices which include a hood 


| adjustable for wheel wear and shat- 
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\PRODUCTS 


e Careful, expert manufacture of all Globe 
Products assures you of consumer ac- 
ceptance with complete satisfaction... 
Globe makes it easy for you to sell. 

e There’s a Globe Belting and Webbing 
product adaptable to nearly every large 
industry and small business. And in 
every line Globe builds you a sound 
repeat order business. 


@SELL THESE GLOBE LINES FOR 
YOUR BEST PROFITS... 


SOLID WOVEN White Cotton BELTING 
ENDLESS WOVEN BELTS 
Solid Woven Waterproof Apron Webbing 
Treated Belting Spindle Banding 
Harvester Webbing Linen Webbing 
Sifter Brush Webbing And other Webbing 
Shoe Machine Webbing and Belting 
Bolting Cloth Webbing Specialties 


WRITE TODAY FOR INFORMATION! 








BALL BEARING 
Ol@}) a 0 a ee 


5 at 
, 





SUPPLY QUALITY 
GIVE SERVICE 
MAKE PROFITABLE SALES 


@ Simple in construction — Bearings 
are dustproof—Save time in oiling— 
Save cost of lubricant—Save replace- 
ment costs. Sell these established 
pulleys — Make money — Build up a 
profitable pulley business—Write for 
catalog. 


CHICAGO PULLEY G&G 


SHAFTING CO. 


21. N. Des Plaines St CHICAGO, ILL 











Any Relation Between 
Hunger, and “Feed 
Chains?” 


None whatever. Unless you 
can call a coal-cutting ma- 
chine "hungry.'' In modern 
coal mines, ''Feed'’ Chains 
are used to feed the cutting 
bar that eats into the face 
of the coal. And McKAY 
is a leading maker—largely 
because of 


"McKay's 50 years 
of knowing how." 
And don't forget this! A-No. 
| quality welded and weld- 


less Chain for all purposes 
is made by... 


THE McKAY COMPANY 


McKAY BLDG. PITTSBURGH, PA. 


* 








MILL SUPPLIES 
Tenders to the Trade 


Best Wishes for a 


Merry Christmas 
and a 
‘Prosperous 


New Year 
* 





ter-proof glass eye protection. An 
effort was made in the design of this 
machine to have the grinding wheels 
as accessible to the operator as pos- 
sible and yet to protect him from in- 
jury. This grinder is adaptable for 
either production work or general 
tool grinding. The rotor shaft is 
mounted in heavy duty precision type 
ball bearings, grease lubricated. Over- 
all housings protect the bearings 
against the entrance of grit and dirt. 
The motor is totally enclosed and is 
rated at 3 h.p. for constant duty a‘ 
1750 r.p.m. Primary buying. officials 
to be contacted in introducing this 
new product are chief engineer, pur- 
chasing agent and plant manager.— 
James Clark Jr. Electric Co., Louis- 
ville, Ky.—Mr_ut SupPuLies, December, 
1937. 


Valve Seat 


4 


HAUL 





Just announced is a plug-seat valve 
that features a plug and seat ring 
made of a stainless steel having a 
Brinell hardness in excess of 500. 
This valve is recommended for severe 
service such as continuous throttling 
for pressure reduction or free blow 
duty such as soot blowers, injectors, 
heating coils, or any steam line where 
close regulation is required. The 
manufacturer states that their JX500 
plug and seat practically nullify wear 
and almost entirely eliminate danger 
of wire drawing and cutting. Pri- 
mary buying officials to be contacted 
in introducing this product are chief 
engineer, purchasing agent and main- 
tenance superintendent. — Jenkins 
Bros., 80 White St., New York City.— 
MILL SuPPLIES, December, 1937. 





Conveyor Belting 


A new conveyor belting featuring 
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MOVER CO., 


| APPLETON 


| and other non-corrosive liquids. 


STEARNS 





LOW COST FAUCETS 


Be sure to stock Stearns faucets. It is a 
profit-making line. Low in price but high in 
dependable quality. Absolutely leak-proof. 
Guaranteed to hold all petroleum products 
Made of 
close-grained grey iron—cadmium plated. 


"SELF-CLOSING" 
Faucet No. 60 


%” U. S. Std. Pipe 
Thread. %” Flow. 
Special impregnated, 
permanent leather 
valve facing. No re- 
placement necessary. 





**LOCK-LEVER" 
Faucet No. 50 


%” U. S. Std. Pipe 
Thread. %” Flow. 
Plug ground to each 
barrel. Spring washer 
holds tight joint. 





. 50 


OIL AND MOLASSES GATES 


We offer a full 
range of sizes ard 


styles — available 
for immediate de- 
livery. Lockfast 


and Perfection pat- 
terns. Sizes '/.” to 
6”. Pipe thread, 
wood thread, 
flanged and porcelain lined. 





Write for circular, price list and discounts. 


E. C. STEARNS & CO., SYRACUSE, N. Y. 


PUSH SALES AHEAD 


DO IT WITH THE 


ADVANCE BADGER 


LINE OF CAR PUSHERS 











THE NEW BADGER 
SLIP PROOF 





THE BADGER 
NEVER SLIP 


Where cars must be moved on sidings 
users get dependable service with an 
Advance-Badger Car-Pusher. Meet the 
demand for car pushing tools that stand 
up under heavy duty service with the 
Advance-Badger Line. There are differ- 
ent types for various classes of work. 
You make good profits pushing these 
efficient tools. 


The ADVANCE CAR 


Inc. 
WISCONSIN 
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You will have easy going with 
one of the 


Famous “ATLAS” 
MANUAL FREIGHT 


CAR MOVERS 


Let your distributor demonstrate 


their superior speed, power and 
efficiency. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
Formerly Appleton Car Mover Co., 
Appleton, Wis. 


TRAD 





oe 
one “Sapract TO Tend OAD SE THE Canny 


Trade mark registered U. S. Patent Office 














ALWAYS 
100%, 
DISTRIBUTOR 
COOPERATION 


The Wm. H. 


OTTEMILLER 


COMPANY 
YORK, PA. 
WE ALSO MANUFACTURE DARDELET THREAD SCREWS 
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cord construction, said to give con- 
siderably longer wear than fabric- 
carcass type belts has recently been 
introduced to the industrial field. The 


| construction of this new belting fea- 


tures plies of weftless cords such as 
are used in the modern heavy-duty 
truck tire. The result is a belt car- 
cass in which every tension member 
is completely surrounded and insu- 
lated with rubber to increase its abil- 
ity to absorb and withstand shock. It 
is said to possess extreme transverse 
and longitudinal flexibility and can be 
used without difficulty on installations 
requiring heavy belts which are not 
too stiff transversely and trough 
easily. Great longitudinal flexibility 
permits the belt to flex easily over all 
pulleys without setting up stresses 
that might cause ply separation. Cord 
construction also makes for a belt 
having greater resistance to moisture 
and acid penetration, due to the fact 
that the cord carcass is completely 
impregnated with rubber. Each in- 
dividual cord is surrounded by a layer 
of rubber which protects it against 
penetration of moisture and corrosion. 
The belting is available in almost 
any length, width and number of plies. 
Primary buying officials to be con- 
tacted in introducing this product are 
chief engineer, purchasing agent and 
superintendent.—The B. F. Goodrich 
Co., Akron, Ohio.—M1ILL SUPPLIEs, 
December, 1937. 








Trade 
Literature 








DEEP-WELL TURBINE PUMPS— 
Two new bulletins describe two lines 
of deep-well turbine pumps with en- 
closed impellers. Bulletin 6920 deals 
with oil-lubricated units used for 
most applications; bulletin 6920R 
covers water-lubricated units, which 
are used where the water must be 
kept pure and clean and oil lubrica- 
tion is permissible. Both are printed 
in two attractive colors containing a 
cross cut section describing the out- 
standing features of both pumps and 
a chart of sizes and ratings.—Fair- 
banks, Morse & Co., Chicago. 


THE STORY OF STEEL—Compiled 
in the style of popular picture-story 
magazines using action photographs, 
the book contains 115 pages of basic 
steel information including a_ total 
of 135 action photographs taken in 
the company’s mines and mills. The 
book is entitled, “What We Make and 
How We Make It.” The first section 
of the book covers the story of steel 
from iron ore mining to the pouring 
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The 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 


oe A WT Today there are highly 
Safety Valve profitable possibilities 


with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relie Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 
Write for Catalog, 
prices and complete 
information. 
SPECIALTIES for 
POWER PLANTS 
Standard Since 1872 


J. E. LONERGAN CO. 
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MIDGET-FLAME | 
TORCH 


For Copper Tubing Work 
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HNN ONONUEUNNTRONLEOUEY HUNT 


PINT SIZE 
For Close 
Quarters 


No. 99 


The small pointed flame is ideal 
for sweating fittings on the smaller 
sizes of copper tubing. The curved 
internal fuel feed pipe and heavy 
wicking allow this torch to burn in 
any position. 


CLAYTON & LAMBERT 
MFG. CO. 
DETROIT MICHIGAN 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 
diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 





BALDOR 





scanwc GRINDERS 


BUILT FOR HEAVY DUTY 


| 
ae sa Agee ‘ 





IT WONT 
BURN OUT 


No. 3240 % h.p. Capacitator type, ball-bearing 
BALDOR Motor. Stands repeated over-loading; 
3450 r.p.m. 60 cy. single or 3 : (not fur- 
nished for D.C.) 7” wheels 


vlosed. guard 8. ¥ iS QQ): -00 
It will sell—and stay sold 
BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 17 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 








BALDOR GRINDERS 


belt by Motor Specialists 





| of ingots and the cutting of billets. 


Thirteen other sections illustrate the 
manufacture of flat rolled steel, tin 
plate, butt weld pipe, lap weld pipe, 
seamless pipe, electric weld pipe, 
electrical conduit, rods and wire, wire 
nails, bars and shapes, railroad tie 
plates and forged steel unions. The 
book is well printed in convenient 
pocket size and bound in a leatherette 
cover. Copies of the book may be ob- 
tained by writing the sales promotion 
department.—The Youngstown Sheet 
& Tube Co., Youngstown, Ohio. 


LATHES—This new 


catalog, cover- 


| ing the full line of the company’s 
| lathes and accessories is, without a 


doubt, one of the most colorful, in- 
teresting and attractive manufactur- 
er’s publication to be distributed. The 
catalog was conceived and styled to 
commemorate the firm’s 50 years of 
service to the industry. The theme of 
the book is “Main Street,” represent- 
ing the developments of the past 50 
years. Through this 50-year period, 
lathes have been contributing to Main 
Street’s growth. Around this theme, 
the various types of the company’s 
lathes are pictured and described.— 
The R. K. LeBlond Machine Tool Co. 


Cincinnati, Ohio. 


ABRASIVE PAPERS—tThe | fifth 
edition of this company’s general 
catalog, has just been published. It 
is a simplified catalog, wherein the de- 
sired information may instantly be 
found. With this 40-page catalog it 
is an easy matter to find the correct 
type of sandpaper for any particular 
use. The first section describes the 
company’s various products, followed 
by sandpaper data, price lists and 
pictures and a commentary on the 
manufacturer’s process’ involved. 
Abrasive Products, Inc., South Brain- 
tree, Mass. 


FRICTION CLUTCHES 16-page 
list-price catalog, No. oe. on fric- 
tion clutches has just been com- 
pleted and is ready for distribution. 
Besides giving dimensions, 
weights, horse power ratings and 
other pertinent tabular data on both 
Meeseco and Twyncone types of 
clutches, the book also devotes two 
pages to the subject of how to select 
and order the right clutch for the 
service.—Link-Belt Co., Chicago. 





sizes, 


INDUSTRIAL TIRE HANDBOOK— 
Designed to point out ways to save 
money on intra-plant and industrial 
hauling, and telling how to lower 
costs and speed up plant operations 
by using the proper rubber-tired 
wheels on material handling equip- 
ment, a new 30-page industrial tire 
handbook has just been published. 
One of the most interesting parts of 
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al Write 


% for thts 


4 \ 7 \ leu 
: - SGimpany 


/ catavos 
NO. 14 
Just 
off the 


Press 
* 


On Your 
Letterhead 









100 
PAGES 


OVER 500 
ITEMS 





LANSING COMPANY 


Established 1881 


BRANCHES: 
Philadelphia Minneapolis 
San Francisco 


Pewies 


Chicago New York Boston 


Kansas City Los Angeles 





files of precision 
ARE 
SWISS PATTERN FILES 
MADE IN AMERICA 


Vv 
~ 


Performance, 
Quality 
and 


Service 






obtained 
by the use 
of American 
Swiss Files 


American Swiss File & Tool Co. 
Elizabeth, N. J. 


Hand Tools and Konurls 


Mechanics’ 
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DONT FORGET 





. when you're calling on your cus- 
tomers. I’m one of the best belt dressings 
on the market and | give you a good 
profit on every sale.” Cantol Belt Wax 
is easy to use. . . easy to sell. Available 
in half-pound and pound bars, liquid or 
paste. Take advantage of Atkins NEW 
DEAL for distributors on Cantol. 


E. C. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 


SELL 
CESCO 


CONVINCING QUALITY 
APPEALING PRICES 
WIN CUSTOMERS 
MAKE STEADY PROFITS 


Write for Circulars and Prices 





Two Quick Moving Numbers 





No. 301. Standard Spectacle. 
visioned lenses (50MM). 
shields. 


Tough, clear and wide 
Recommended for work not 
requiring side 





No. 310. Same as above but with side shields of flexible 
leather perforated for ventilation. These numbers are 
well known and have a reputation. They are quality at 
an ordinary price. 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd., Chicago, Ill. 





the booklet describes a simple test 
which can be made by any user or 
prospective user to show how rubber- 
tired equipment can reduce abrasive 
wear on floors, as compared to steel 
wheels. Another section describes a 
series of exhaustive tests by Good- 
rich engineers on the same subject, 
together with charts showing why 
rubber tires require less power. Six 
pages are devoted to wheelbarrow 
tires, including the standard type, 
with inner tubes, single tube, and 
solid type—The B. F. Goodrich Co., 
Akron, Ohio. 


SPRAY-PAINTING EQUIPMENT— 
This catalog covers complete spray- 
painting equipment for exterior and 
interior painting, automobile refin- 
ishing, and equipment for automotive 
service as well as air and fluid hose 


| specialties. The main objective in de- 


| velopment 


| alog without 


| selling 


CAPACITORS — Announcement 


alog 


of the new catalog was 
to give distributors and distributor 
salesmen a better selling tool. The 


severe condensation usually found in | 
by the | 


catalogs has been avoided 
addition of sixteen pages to the num- 
ber found in the 
increase in weight or 
bulk. The increased informative ma- 
terial in the new catalog 
points for the 
more detailed 
recommendation 
ment, greater emphasis for those 
items in the line of more common 
demand, and better illustration of the 
line through larger cuts.—The De 
Vilbriss Co., Toledo, Ohio. 


provides 
salesman 
data for 
of equip- 


through 
specific 


has 
been made of the release of a cat- 
describing and illustrating in 
detail the various mounting and con- 


structional features of box-type 


| capacitors for correction of low power 


factor in industrial plants. Mainte- 


| nance and power engineers as well as 





salesmen will find this catalog of un- 


usual value and assistance in the 
planning for the _ installation of 
capacitors in crowded quarters.— 


Cornell-Dubilier Electric Corp., South 
Plainfield, N. J. 


HANDEE TOOL—A two-color folder 
with many striking illustrations of 
the “Handee” tool, described as the 
tool of 1001 uses. This folder has 
plenty of sales appeal and gives com- 
plete specification and uses of this 
versatile little tool which handles 
over 200 accessories. This literature 
is tied up with special appeal adver- 
tisements that have been appearing 
in more than 50 publications in the 
national, industrial, professional and 
special fields\—Chicago Wheel & Mfg. 
Co., 1101 W. Monroe St., Chicago. 


PULLEYS AND COUPLINGS—This 
data book, No. 103, contains complete 
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1937 general cat- | 


COLLIS 


SLEEVES... 
...- SOCKETS 


Standard Type 
and 
Use-Em-Up Type 























Magic Type Chucks 
and Collets 


Lathe Centers 
Drill Chuck Arbors 
Drill Drifts 





SERVICE 
QUALITY 
ACCURACY 
DEPENDABILITY 




















THE COLLIS COMPANY 
CLINTON, |OWA 





e Watch for the 
annual Mid 
December 
Directory issue 
of 


MILL SUPPLIES. 


e A directory that 
tells “What and 
Where to Buy 
Industrial Sup- 
plies and Equip- 
ment. 


MILL SUPPLIES 


330 WEST 42nd STREET 
NEW YORK. N. Y. 























| descriptions and illustrations of pul- 

| leys and flexible couplings made by 

| the issuing firm. It is punched for the RO 8 8 I NS & MY £ R $ 
salesmen’s loose-leaf binders and car- | 
ries complete specifications on all 
products.—Central Die Casting & 
Mfg. Co., 29385 W. 47th St., Chicago. | 










BRISTO 
SET & CAP 
SCREWS 


STAINLESS STEEL ELECTRODES | 
—A booklet on stainless steel elec- 
trodes, containing information re- 
garding the various grades of stain- 
less steel and the procedure for weld- 
ing them, has just been published. 
Included in the bulletin is a descrip- 
tion of the physical characteristics of 
stainless steel electrodes, the services 
they give, types, coatings, quality, 
@ The multiple spline, lengths, diameters, markings and a 


Engineering’s most effi- listing of the standard grades.— ELECTRIC HOI STS 
‘ Pape Steel and Wire Division of American 
cient principle of power Chain & Cable Co., Inc., Monessen, Pa. CRANES i 






1 
transmission, is used in 


4 
all Bristo Socket Cap WATER COOLING—The publication CHAIN HOISTS v 
of an entirely new set of catalogs, con- 
and Set Screws. taining the latest engineering data TROLLEYS a WINCHES 


The Bristol Company and in prey = water ae Write for our new “Bulletin 6161." It's 
Mill Supplies Division towers and industrial spray nozzles Sell of Nala and cota tai end 
was recently announced. The com- : ‘ 
Waterbury, Conn : model installations. 


plete water cooling catalog contains 


a 16-page bulletin on induced draft ROBBINS & MYERS Inc 
spray cooling towers, a 12-page bul- ‘ 
letin on forced draft cooling towers, HOIST & CRANE DIVISION 
Shnen cones at 0. Ose, a 16-page bulletin on atmospheric SPRINGFIELD, OHIO 
spray cooling towers and a 24-page © CRA 
“ ; ; N 
CAP AND SET SCREWS catalog on industrial spray nozzles a © een ae C ES 


for water cooling, air washing and 
air conditioning.—Bliss Manufactur- 
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, ee eee eee ee a ee eS ing Co., Chicago. 

: ; LOWER COSTS 
p = RUBBER BELT—A new, illustrated 

“ 4 four-page catalog on Condor com- 

+ « | pensated belts recently published ex- are made possible by the use of 
: ° plains in detail the advantages of Gardiner Flux-Filled Solder. Its 
+ « | this type of belt and the reason uniform high quality and perfect 
% % for compensating rubber belts and the flux save time and material. En- 
$ * compensated principle. Engineering ables both expert mechanics and 
$ Fig. III + data essential to the proper selection, inexperienced help to do faster 
o ** application and supervision of belts and better 
} @& is also included.—The Manhattan k 

oe e : pO . work. 

ps % Rubber Mfg. Division of Raybestos- 

5 4 Manhattan, Inc., Passaic, N. J. : 
: AIR NOZZLES: Made in 
= * FIRE EXTINGUISHERS—A _ two- both acid 
+ « | color, two-page folder, already and rosin- 
z ** | punched for insertion in the sales- core in va- 
4 5s man’s binder, pictures several of this | rious alloys 
£ % firm’s extinguisher systems. Specifi-  GUGY an d in 
‘4 = cations for each fire-fighting unit are gauges as 
& @ given together with a complete small as 
= ) description and uses of the outfit.— ~ 1/32 of an 
~ y | Diener-Dugas Fire Extinguisher inch. 

£ £ Corp., 400-420 N. Monticello Ave., Available in 1, 5 and 

% Your customers will like Sherman Air ‘¥ Chicago. rs ne Due to 
& Nozzles because of their air economy, % conden metheds and vehee oon 
z “a se cli, te meaat es: & | LATHES, PRESSES, SHAPERS— tention Castine Sein pens 
p 4 ig. II1, Angle Pattern for general use; 5, ti . eee arhar —— ‘ 

% no bending of hose in operation; tip Lathes, drill presses, arbor presses ii: wah ante: aa 

+ Bi oe: ight Patt th hb @& | and shapers’ are pictured '§= and y . 

4 ig. 1 raig attern wi ose) a Ne . a ia ae 7 es ‘ . , 

& nipple cast integral; easily suspended = described in this firm = new equip- We also make solid wire, and bar 
} directly over machine. ae + ment catalog for 1938, just released. solder and babbitts. 

4 pe gg boo goa ga details will * | Two new machine tools are intro- 

+ + duced; a shaper with a 7-in. stroke 

$ H. B. SHERMAN MFG. CO. £ and a back-geared cutting lathe with 

4 BATTLE CREEK, MICH. z a 6-in. swing.—A tlas Press Co., Kala- METRL ee. 

es Roate eSoete eoetoetoate eos loe loess aloes’: sleeteatoatoets eloeteetestoetoet: mazoo, M 1c. h. i 4833 4 Campbell Ave., Chicago, ll. 
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VINCENT 


HUNTINGTON 


GRINDING 
WHEEL 
DRESSER 
CUTTERS 


ACCEPTED BY 
INDUSTRY FOR 
UNFAILING QUALITY . 
BY DISTRIBUTORS 
FOR STEADY 
SALES 








@ Performance and 
quality are ‘'stand 
out'’ characteristics of 
Vincent - Huntington 
cutters. Modern and 
exacting manufactur- 
ing methods insure sat- 
isfaction for your cus- 
tomers. Made from 
special analysis steel 
milled—not stamped— 
and heat treated to 
the proper degree of 
hardness by our exclu- 
sive ‘Vincent Process." 


Has 18 
Teeth 
Count 
Them / 


Steady repeat business 
is in store for distribu- 
tors who offer Vincent- 
Huntington cutters to 
their customers. You 
can recommend them 
with assurance. Sell 
Vincent - Huntington 
cutters and your sales 
volume will increase— 
and so will your 
profits. 


Our handy catalog 
sheets give useful in- 
formation. 








THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 








Index to Advertisers 


Abrasive Products, Inc 

Advance Car Mover Co 

Alemite Corp 

Allen Mfg. Co 

Allis-Chalmers Mfg. Co..... 41 

Alloy Steel Products Co.....108 

American Chain & Cable Co. 
12, Back Cover 

American Pulley Co 66 

American Saw & Mfg. Co... .100 

ee Swiss File & Tool 

JO. 


Corp. 

Armour Sand Paper Works 85 
Armstrong-Blum Mfg. Co...107 
Armstrong-Bray & Co 

Armstrong Bros. Tool Co... 49 
Arro Expansion Bolt Co..... 92 
Athol Machine & Foundry Co. 90 
Atkins & Co., E. C....44, 118 


Baldor Electric Co 
Beaver Pipe Tools, 
Inside Front Cover 
“eens Packing & Rubber 
10. 


Bethlehem Steel Co... 

Billings & Spencer Co 

Black & Decker Mfg. Co..... 
Bliss & Laughlin, Inc 

3ond Foundry & Machine Co. 103 
Bonney Forge & Tool Works 99 
Bristol Co 

Broderick & Bascom Rope Co. 
Brown & Sharpe Mfg. Co... 
3unting Brass & Bronze Co. 7 


Carborundum Co........... 53 
Card Co., S. W 
Chicago Eye Shield Co 
Chicago Pulley & Shafting 
Co. 

Chicago Rawhide Mfg. Co... 99 
Clayton & Lambert Mfg. Co. 116 
Cleveland Cap Screw Co.....101 
Cleveland Twist Drill Co..... 87 
Clipper Belt Lacer Co. 

Front Cover 
Clover Mfg. Co 6 
Cofling Hoist Co............ 90 
Collis Co 
Columbus-McKinnon 


Darnell Corp 

Dart Mfg. Co., 

Deming C 

Desmond-Stephan Mfg. Co... 
Detroit Stamping Co. ...... 105 
Donnelley & Sons Co., R. R... 5 


Electric Blower Co 
Engineering News-Record... 


Gardiner Metal Co 

Gilmer Co., L. oe 
Globe Woven Belting Co. tak 
Goodrich Co., The B. F.. 
Goodyear Tire & Rubber Co. 
Greenfield Tap & Die Corp... 36 


a at = 3 Sere 103 
Harris & Co., Arthur 

Hazard Wire Rope Div 

Hewitt Rubber Corp 
Holo-Krome Screw Corp..... 7 


MILL SUPPLIES © DECEMBER 1937 
- 


| 





Indianapolis Brush & Broom 
Mfg. Co 


Jenkins Brothers, 
Inside Back Cover 
Johns-Manville Corp 
Johnson Bronze Co 
Jones & Laughlin Steel Corp. 63 
Jones Foundry & Machine 
Co., W. A 


Keasbey & Mattison Co 
Kennedy Valve Mfg. Co..... 


Laminated Shim Co 

gt eee 117 
Lincoln Engineering Co..... 4 
Linear Packing & Rubber Co. 88 
Lonergan Co., 

Lufkin Rule Co 


NE OO ie coo ooh oe ew nue 115 
Maurey Mfg Corp 
Medart Co 


Milwaukee Brush Mfg. Co... 
Morse Twist Drill & Machine 


National Tube Co 
National Twist Drill & Tool 
m. 0. 


heene Mfe. Co..........84-86 
Oster Mfg. Co 
Ottemiller Co., 
Paine Co., 
Parker Co., Charles 
Parker-Kalon Corp 

Powell Co., Wm..........59, 97 


Republic Rubber Co 

Ridge Tool Co 

Robbins & Myers, Inc. 

Roper Corp., Geo. D 

Russell, Burdsall & Ward, 

Insert between pages 52 & 53 

Safety Belt Lacer Co 
Saylor-Beall Mfg. Co 

Sherman - tt Ce. Bi. &. 

Simonds Saw & Steel Co.. 

Skilsaw, Inc 

Standard Pressed Steel > 


wi Bee. 


Stearns & Co., E. 

Sterling Grinding Wheel Co. 68 
Strand & Co., 

SE ee rere 84 


Thermoid Rubber Co........ 55 

Toledo Pipe Threading Ma- 
chine Co 

Trimont Mfg. Co 76 

Triplex Screw Co., 


U. S. Electrical Tool Co..... 
2. ae 
Upson-Walton Co........... 


Van Dorn Electric Tool Co... 
Vincent Steel Process Co.... 


Watson-Stillman Co 

Wells Mfg. Corp 108 
Wickwire Spencer Steel Co... 65 
Williams & Co., . 

Wood’s Sons Co., T. B, 


Yale & Towne Mfg. Co...... 67 
Yarnall-Waring Co 








